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DOUBLE -HUuNG 


R-O-W window styles cover 
the full architectural 

span from Cape Cod 

to Contemporary. 


MERCHANDISER 








GUuUDING AWAITING 
R-O-W HIGH-LITE windows For a view plus full 
are also available ventilation, no finer 
in many sizes and awning unit is made than the 
residential designs. R-O-W SURE-LOK window. 


Each of the three R-O-W window types is 
outstanding in its own field. Each is available 
in a variety of sizes and harmonizing styles. 
Two of the three R-O-W window types 
are entirely removable for cleaning 
or painting, inside the house. 


Your customers deserve the best 
R.O.W. SALES CO. 1342-68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 


R‘O°W ta the registered trade mark of the 8.0.W. Sales Co, 
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Al Me for FASTER deliveries with 


Acme Idea Man, 
Hank Dekker, 
Mansfield, Ohio, 
helped solve this 
materials handling 


problem 


ask your 
“Acme Idea Man 
to help solve your 
problems 





Acme Steel Strapping Ideas 


When you can unload six tons of prestacked lumber in five minutes, 
you're on the way to substantial savings in time and labor costs. 
Customer relations improve, too, because orders are processed 

and put at building sites more quickly. Idea # 401 shows this is 
happening every day at Home Materials Company, Mansfield, Ohio. 


Here, Acme Steel Unit-Load Band permits complete bundling 
at the yard of stacked-for-use lumber. It arrives undamaged 
at specific construction areas on schedule and may 

be easily inventoried on the job. 


To find out how you can speed up deliveries of lumber and other 
building materials—and save costs at the same time—ask your 

Acme Idea Man to make a demonstration at your yard. Or, write 
Acme Steel Products Division, Dept. YA-15, Acme Steel Company, 
2840 Archer Avenue, Chicago 8, Illinois. 


Al M For Safe, Lower-Cost Shipping 
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NEWSCAST. 


LATE AND IMPORTANT Developments of the Industry 


SENATE REPORT HITS HOUSING INDUSTRY. The report of the Senate banking committee, 
investigating FHA windfalls has placed a share of the blame firmly on the 
homebuilding and financing industries. In their words: "while only a 
relatively few were involved in irregularities, the national associations 
consistently acted to protect the minority. The industry misrepresented 
to congress from 1942 to 1952 the existence of wrong doing and denied to 
congress the benefit of their expert knowledge." 


MINORITY REPORT BLAMES FHA. Six democrats on the committee defended the actions 
of the National Association of Home Builders, the association obviously 
cited inthe report. They suggeested that FHA appraisal and valuation 
procedures encouraged irregularities. 


WILL ABUSES CONTINUE? There are many who feel that the present over-worked and 
under staffed FHA agency is almost sure to approve many doubtful loans 
under pressure. And as shown last year, it doesn't take many shady cases 
to arouse both the public and congress. Loans require detailed, careful 
scrutiny and a small staff just can't do the job. 


VA TOO, HAS ITS TROUBLES. As reported last month there are persistent rumors of 
Speculation over GI mortgages. Tightening up the transfer of VA guaran- 
teed loans to non-vets is definitely scheduled for this congress. Legiti- 
mate sales of houses by veterans after they have lived in them for a year 
or so would not be affected. 


MORE ON BUILDING RENEWAL. Our recent mention of cities organizing to clear existing 
Slum properties brought mail from many dealers who want to do a job along 
these lines in their own town. We repeat the emphasis now is on private, 
local participation. This feeling is reflected in the new housing bill 
and a recent supreme court decision. 


FEDERAL MONEY IS AVAILABLE. Here's how it works: the city will spend say $6 million 
to buy and clear a blight area. The land will be sold to private build- 
ers for about $4 million. The city loses $2 million, of which the fed- 
eral government will pay up to two-thirds. The city recoups in higher 
tax yields, many other ways... over the years can make a profit. 


HOW TO GET STARTED. Write a letter to the Housing and Home Finance Agency, 1626 K 
St., N.W., Washington 25, D. C. and ask for "How Localities Can Develop A 
Workable Plan for Renewal." It's a pamphlet, free. It outlines steps 
on how to get government money, what you have to do locally. The US 


Chamber of Commerce is now mailing a lot of material on this subject to 
your own chamber. 


GROWING POPULARITY OF COLORED APPLIANCES. GE and other top manufacturers are find- 
ing the new colored appliances sell like hotcakes. Wider choice of colors 
will be offered in the next few months. What is this going to mean in 
the way of kitchen cabinets? We're going to research this matter for you 
and will shortly publish a report. 


BUILDING BOOM IMPROVES LUMBER DEMAND. The lumber industry is going strong, for the 
most part, reflecting the housing boom. There is some fear that in- 
creased margin requirement on the stock market might be a tip-off on 
tighter mortgage money by July. Hardwoods have been weak because of lag- 
ging furniture sales. There is talk of more fir plywood price adjustments 
on certain items. Stocks are especially low in the northeastern section 
because jobbers and dealers held-off buying anticipating price reductions. 


(continued on page 9) 
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BiGiaaih , ry | we have the 
PROPOSITION 


to launch a dealer on a successful selling 


ALUMINUM 
STORM 
DOORS 

AND SCREENS 
_ program. The way to get more sales and be 


a » 


part of Winter Seal’s new sales team is to in- 
vestigate; become sold on this service-free 
line that eliminates selling problems. 


SS 


ALUMINUM 
DOUBLE-HUNG 
WINDOWS 
AND SCREENS 


we have the 


PRODUCTS 


to carry out our program. Quality engi- 


SauNivaa ALITIVWVNO-. 3SYOW 


neered, respected even by the keenest com- 
petitors and designed to have maximum 
appeal for home owners, Winter Seal’s Hi- 
Strength aluminum line is quality, yet 
priced for the great mass-market. 








ALUMINUM COMBINATION 
“SLIDING-TYPE” 
STORM WINDOW AND SCREEN 


you have the 


PROFITS 


required to build a sound business future. 
You make more with the nationally-adver- 
tised Winter Seal line because you can 


ALUMINUM 
CASEMENT 
STORM 
WINDOWS 
AND 
SCREENS 


sell more with our promotions and sensible 
plan for sales action. 


7 
ALUMINUM 
FRAMED Nite Now. for complete details of 


JALOUSIES our profitable franchise. Handle this lead- 
ership line for real business growth. 


WINTER SEAL CORPORATION, DEPT. AL-1, MEYERS RD., DETROIT 27, MICH. 


winteéenr Seat or CANADA Toe onto, 's 


Winter Seal 


Winter Seal . . . Made In Detroit, Sold Coast To Coast And In Canada. 
Also a plete line of Alumi Jalousie Doors, “One-Piece” Round 
Top Doors, Screens & Storm Panels for all window types. 
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Improved Market for Canadian Lumber 


For Canada’s lumber industry 
the unfavorable conditions of the 
past two and a half years have 
changed to a slightly more favor- 
able outlook. 

There are distinct signs that 
Canada’s lumbering has partly 
conquered its high cost handicap 
and is moving in on world mar- 
kets. This is particularly true of 
British Columbia lumbering where 
wages are high and distances 
from export markets great. 

The key to the future is the 
British market. If exports to Brit- 
ain continue their encouraging 
acceleration of recent months, 
lumber company executives can 
feel better. Their worries will not 
be over but, at least, the first ob- 
jective will have been gained. 

Helped by Strike 

It is admitted that B.C. opera- 
tors got a break when lumbermen 
in the United States Pacific north- 
west went on strike in 1954. Can- 
ada promptly got a bigger share 
of the U. S. market than it had 
expected. Many mills which had 
been shut down, particularly some 
of the smaller ones, got back into 
production. 

But there have been reports in 
the past few weeks that Canada 
has not been filling as many 
United States orders as it did dur- 
ing the autumn. 

The industry, however, is not 
worried. One of the big reasons 
Canada is not selling quite as 
much to the U.S, currently is be- 
cause lumber companies are com- 
mitted to bigger deliveries in 
United Kingdom and other over- 
seas markets. This could continue, 
it is stated. It appears that Britain 
is reconciled to the fact that she 
is going to have to pay more for 
lumber. 

Quality Improved 

Add to this the recent improve- 
ment in the quality of the Cana- 
dian product and there is the an- 
swer: More and more British buy- 
ers are looking to Canada. Now it 
is some of the Scandinavian pro- 
ducers who are scrambling to keep 
up with Canada, especially in 
quality. It used to be the other 
way around. 

This situation has meant a small 
but welcome strengthening of 
Canadian lumber prices. It was 
generally agreed early in 1954 
that prices were too low for the 
health of the industry. Even some 
major lumber purchasers conceded 
this point. Prices still are not high 
but they have firmed sufficiently to 
inject some much-needed opti- 
mism. 

Price Stabilized 

More important, prices should 
remain steady for some time. Sup- 
ply and demand appear to be in a 
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balance which gives efficient lum- 
ber operators a reasonable return 
yet does not discourage construc- 
tion. Domestic lumber consump 
tion seems to have been down, 
possibly by 5%, in 1954, but the 
continuing construction boom sup- 
ports the view that this is no 
long-run trend. Thus Canadian de- 
mand should stay high. 

Latest export figures are for the 
first nine months of 1954. They 
show: exports of wood and wood 
products (excluding pulp and pa- 
per) to Great Britain up from 
about $44 millions in the first nine 
months of 1953 to $57 million, the 
increase being 30%. 


Producers’ Council 
Has New President 


William Gil- 
lette is the new 
president of the 
Producers’ 

Council, nation- 

al association 

of building ma- 

terial manufac- 

turers. Gillette, GILLETT 
who is vice-president and a direc- 
tor of Detroit Steel Products Co., 
succeeds Elliott C. “Jack” Spratt. 

He is a member of the Building 
Officials Conference of America, 
the Construction and Civic De- 
velopment committee of the United 
States Chamber of Commerce, and 
he has held ‘several posts in the 
Producers’ Council. Included 
among these were the second and 
first vice presidencies, and the 
chairmanship of the important 
joint committee of the Council 
and the National Association of 
Home Builders. 

Other officers who began their 
terms January 1 are: Ist vice 
president, Fred M. Hauserman, 
E. F. Hauserman Co.; 2nd vice 
president, H. Dorn Stewart, Arm- 
strong Cork Co.; secretary, T. D. 
Wakefield, The F. W. Wakefield 
Brass Co.; and treasurer, F. J. 
Close, Aluminum Company of 
America. 


LOF Sets Up $25 Million 
Plate Glass Expansion 


Approval by the board of direc- 
tors of a $25 million expansion of 
plate glass manufacturing facili- 
ties of Libby-Owens-Ford Glass 
Co., Toledo, Ohio, was announced 
by John D. Biggers, chairman, and 
George P. MacNichol, Jr., presi- 
dent. 

Work is planned to go forward 
in 1955 as rapidly as engineering 
plans can be completed. Improve- 
ments planned for the Rossford 
and East Broadway plants in To- 
ledo call for investments of $21 
million in new facilities aimed to 


increase productive capacity. The 
new facilities tentatively sched- 
uled include a large melting fur- 
nace, grinding and _ polishing 
equipment and additional laminat- 
ing and bending facilities——the 
equivalent of a large, integrated 
plant. 

At Ottawa, LIL, improvements to 
grinding and polishing facilities, 
expansion of bending equipment 
and service facilities are sched- 
uled. 

The Rossford plant, considered 
one of the most modern plate glass 
factories in the world, will in- 
crease its capacity about 50% 
with the addition of the new melt- 
ing furnace and other facilities. 

Within the past three years, 
LOF has expended $30 million on 
new facilities in the Toledo area 
and nearly $10 million at Ottawa. 
Employment at these plants is at 
an all-time high. 


Ask Public be Barred 
From NRLDA Exposition 


At the Building Material Ex- 
hibitors Association’s semi-annual 
meeting held in Chicago last 
month, Phil Creden, public rela- 
tions director, Edward Hines 
Lumber Co., Chicago, outlined 
plans for the NRLDA exposition 
to be held next October in Cleve- 
land, and it was resolved that: 

“The members of the Building 
Material Exhibitors Association 
are opposed to permitting the con- 
suming public to the NRLDA ex- 
position; but prefer to have it a 
trade show with building material 
dealers, financing and _ realty 
groups invited who have a related 
interest in the building material 
industry. 

“It is the consensus of opinion 
of the membership of BMEA that 
the NRLDA show in future years 
be held in November. This would 
tend to increase dealer attendance 
and give a merchandising impetus 
to late fall, Christmas and winter 
sales activity in dealer establish- 
ments.” 


Lumberman Martin Kuntz 
Succumbs in Dayton 


Martin C. Kuntz, Sr., 61, presi- 


dent, Peter Kuntz Lumber Co., 
Dayton, Ohio, died January 4, at 
his home. 

The unexpected death of the 
prominent Catholic layman 
brought immediate tributes from 
the University of Dayton and other 
institutions with which he was 
long connected as an athlete, civic 
leader and philanthropist. 

Mr. Kuntz was vice-president of 
the lumber firm founded by his 
father, for about 30 years. He 
became president after the death 
of his father, Peter Kuntz, Jr., last 
August. 
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FHA Tightening 
Field Supervision 


The Federal Housing Adminis- 
tration has announced plans to 
transfer from Washington, D. C., 
to the field two functions of its 
Title I home improvement loan 
operations. 

Work of the current collections 
unit of the Title I liquidation sec- 
tion is being decentralized. In ad- 
dition, the number of financial 
representatives operating in the 
field will be increased from 5 to 
20 to strengthen field supervision 
of Title I lending and collection 
procedures. 

It is planned that 56 of the 75 
FHA field offices will have person- 
nel assigned to Title I collection 
activities. In 34 of these offices, it 
is expected that new positions will 
be established. In the remaining 
21, the present office staffs are 
scheduled to absorb the additional 
workload. 

The personnel of the current 
collections unit, following pre- 
scribed procedures, tries to re- 
cover for the FHA the obligations 
owed by Title I borrowers who 
have defaulted in their payments 
to the lending institutions. 

The increase to 20 in the num- 
ber of financial representatives 
operating in the field is part of a 
long-range plan to strengthen 
Title I operations. The financial 
representatives will perform a 
dual function. They will supervise 
collection practices and personnel 
in the field as well as provide 
technical advice and assistance to 
Title I lenders. 


Bilt-Well Contest Offers 
Builders Free Vacations 


A new pitch to step up building 
materials dealers sales of Bilt-Well 
wood window and cabinet units 
was announced recently. 

The contest offers as prizes a 
26-day European tour for two peo- 
ple; two 10-day trips to Bermuda; 
two eight-day trips to Mexico and 
a 10-day Hawaiian trip. 

Awards will be based on photo- 
graphs of interesting installations 
of Bilt-Well window or cabinet 
units. Builders in all 48 states are 
eligible to compete. 

Entry blanks as well as a dem- 
onstration of the latest Bilt-Well 
products were given to visitors at 
the NAHB show in Chicago last 
week, 

All interesting installations of 
Bilt-Well products, whether in re- 
modeling or new construction en- 
title the builder to compete for the 
30 prizes. 

he panel of judges for the con- 
test are: L. G. Haeger, director, 
NAHB construction techniques 
committee; M. L. Bartling, chair- 
man, NAHB construction tech- 
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niques committee; E. G. Gavin, 
vice-president and editor, Ameri- 
can Builder; Carl Norcross, execu- 
tive editor, House & Home; and 
James Lange, executive editor, 
Practical Builder. 

Winners will be announced at 
the 1956 NAHB show in Chicago. 


Federal Court Rules 
Plexolite Name Change 


Following a Federal court deci- 
sion, David 8. Perry, president, 
Plexolite Corp., E] Segundo, Calif., 
manufacturer of Fiberglas-plastic 
panels, issued this statement: 

“The U. S. District Court at Los 
Angeles has upheld the contention 
of Rohm & Hass, Inc., that their 
trade name Plexiglas is confused 
with our trade name Plexolite. 

“The court ruled that Plexiglas, 
if anything, has probably benefit- 
ed by our promotional and adver- 
tising effort, and therefore, was 
not entitled to any damage. We 
shall, nevertheless, be compelled 
to change our present trade name 
because of similarity and competi- 
tive nature of the two products. 

“We are already endeavoring to 
comply with the court’s decision 
and will announce our new trade 
name as soon as possible.” 


Weatherstrip Institute 
Re-elects Rodenbaugh 


CHICAGO — The Weatherstrip 
Research Institute, an organiza- 
tion composed of leading weather- 
strip manufacturers in the United 
States, has re-elected Edwin M. 
Rodenabaugh of Pittsburgh, presi- 
dent for 1955. 

Other officers elected are: P. N. 
Collin, Allmetal Weatherstrip Co., 
Chicago, vice-president; Elmer 
Barringer, Barland Weatherstrip 
Material Co., Cleveland, vice- 
president; C. F. Smith, National 
Guard Products Co., Memphis, re- 
cording secretary; J. L. Dennis, 
W. J. Dennis & Co., Chicago, treas- 
urer, and L. G. Klee, Riverside, III., 
executive secretary. 


New Redwood Warehouse 


Ben Franklin Lumber Co., Chi- 
cago, has established a redwood 
distributing warehouse in that 
city to better serve lumber dealers 
in the Chicago metropolitan area. 

The new building, located on the 
Belt Railway of Chicago, handles 
a diversified stock of redwood sid- 
ing, paneling and finish of all de- 
scriptions. Ben Franklin Co. has 
been serving the lumber trade in 
Chicago for more than 30 years. 


Certain-teed Buys Control of Valspar Paints 


PHILADELPHIA — The _ 122- 
year-old Valspar Corp., one of the 
country’s oldest paint, varnish and 
enamel manufacturers, is wearing 
a new look. A majority of Val- 
spar’s capital stock was acquired 
several months ago by Certain- 
teed Products Corp., one of the 
nation’s top building products 
manufacturers. 


Hartnett Cannon 
The new Valspar management is 
made up of Arthur R. Cannon, 
chairman of the board; L. B. 
Hartnett, president and director; 
Paul MacDonald, vice-president 
and general sales manager; Wil- 
bur V. Keegan, vice-president in 
charge of research and manufac- 
turing; A. P. Barberi, director of 
merchandising; R. H. Mullen, 


trade sales manager; P. L. Shea, 
secretary, and James W. Robert- 
son, advertising and sales promo- 
tion manager. 

Cannon, Hartnett & Shea were 
elected at a board of directors 
meeting December 15 and Robert- 
son was appointed shortly before 
that. In addition, the headquarters 
staff is being increased by ap- 
proximately 50 executive assist- 
ants and clerical aides. 

The company is launching an 
aggressive sales, merchandising 
and advertising program, imple- 
mented by immediate expansion of 
its warehouse facilities and its 
sales force on a nation-wide basis. 

Another important step in the 
company’s progress which helps 
to bring the new look into sharper 
focus is the consolidation of all 
holdings of Valentine & Co., 
which was established in 1832 and 
out of which Valspar Corp. was 
born. 

Cannon, the new chairman of 
the board, is president of Oliver B. 
Cannon & Sons, Inc., Philadelphia, 
one of the largest firms of paint- 
ing contractors in this country. 

Hartnett, Valspar’s new presi- 
dent, formerly was eastern re- 
gional sales manager of Certain- 
teed Products Corp. 
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seat FILE & CONGOWALL 


set you ahead *29.98...in 5 minutes! 





One do-it-yourself prospect who wants a kitchen like this can add $30 to your total gross margin! This smart kitchen has 
90 sq. ft. Congowall, gross margin $5.92 .. . plus 183 sq. ft. Gold Seal Linoleum Tile, $24.06 .. . total: $29.98! You'll 
find it’s so easy to make quick, double sales like this with famous, guaranteed* Gold Seal resilient Tile and Congowall! 


Fast-moving Gold Seal Tiles! H Congowall makes it a double sale! 


Gold Seal Inlard Linoleum Tile, finest inlaid lino- se The original enamel surface wall covering .. . with 
leum made...exclusive felt backing allows | 6,000,000 suecessful installations! 
direct application to firm wood underfloors. 


G il at a time instez ile at a time! 
Gold Seal Viny!Tile, inlaid miracle for floors and @ Goes up a wall at a time instead of a tile at a time 


walls...unharmed by greases, alkalies, and = ‘ 
7 a ’ ° e@ Top quality, it’s easily cleaned; easy to keep clean 


normal kitchen acids. : ) ' 
.. resists stains, grease, dirt. 


Gold Seal Vinyibest Tile, the closest thing to all 
purpose tile... acid-alkali resistant; moisture re- 
sistant; goes on, above, below grade. 

Gold Seal Cork Tile, an improved cork tile with 
unsurpassed soil resistance! 


e Easier to install, it has greater flexibility. Easy to 
handle, added “‘heft’’ hides wall imperfections. 


CLASES RM MOT IS 


e Exclusive felt-backing gives firm, quick bond to 


sae wall... assures trouble-free installations. 
Gold Seal Rubber Tile, resilient, durable; clearer, 


truer colors. Extremely comfortable underfoot. © 32 “SaleStyled” patterns... plus greater buying 


3 
Gold Seal Asphalt Tile, most economical tile for on, flexibility, greater profit potential from Gold 
above, below grade. Seal Unit Shipment Discount Policy. 


The Famous Gold Seal Tile-O-Matic, display-merchandiser, puts you in the busy tile business for $25! Successful with 
7000 dealers, it takes up just 5 sq. ft. of space... stocks, promotes, sells up to 432 9” x 9” Gold Seal Tiles! 

172 convenient distributors with complete stocks make it easy to order popular Gold Seal products! 

Convincing national advertising has pre-sold Gold Seal Floors and Walls in LIFE, LOOK, BETTER HOMES AND 
GARDENS, McCALLS, AMERICAN HOME 

Gold Seal gives you the complete line of floors and walls for every residential, commercial, institutional use. 

* Gold Seal Guarantee assures you and customers of top quality . .. promises “satisfaction or your money back.” 


For full information write Customers’ Service Dept CONGOLEUM-NAIRN INC., Kearny, N. J 
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Bi« AUSE SOUTHWEST Lumber Mills’ 


manufacturing facilities are closer to you 


than most Ponderosa Pine mills, 

you get quicker service. And when your 
H ow Ul hy 4 est car arrives, you will notice the premium 

~ quality of SourHwest Ponderosa Pine. 
delivery service You will like the care with which the car 
te was loaded, and you will immediately 

in creases recognize SOUTHWEST Ponderosa Pine as 

being top quality lumber. That’s because it’s 
Ponde rosa Pin e kiln-dried and milled with precision in the 


Southwest’s largest lumber making facilities 
profits and standing behind it is the good name 

of SourHwest Lumber Mills, your 

assurance of top quality lumber. 





Please have nearest SOUTHWEST representative give 
price list and information on your products to 





Nome 


Address 


City LUMBER MILLS, INC. 
By P.O. BOX 908 e PHOENIX, ARIZONA 
We Ship 6,000 Cars a Year 
SIDING SHEATHING SUB-FLOORING ROOF DECKING PANELING INTERIOR FINISH 


12 (To obtain more data on advertised products see page 64) January 24, 1955. AMERICAN LUMBERMAN & 
























January 21 


Every reader of this page has 
seen at least one, and probably 
many, of the favorable forecasts 
about construction volume for 
1955. Fifty million forecasters 
can’t be wrong, can they? 

The F. W. Dodge Corporation 
expects 1,250,000 new houses to be 
built this year; the Bureau of 
Labor Statistics, guesses 1,300,- 
000; and the National Association 
of Home Builders look for 1,400,- 
000. 

Of course the industry feels 
good when such experienced 
prophets speak so comfortably to 
Jerusalem. But a few observers, 
just for purposes of prudence, put 
out a word or two of caution. 

The Wall Street Journal, for 
example, looked up several earlier 
year-end forecasts, and found that 
a number hadn’t succeeded in hit- 
ting the future exactly on the nose. 
So the Journal suggests that, while 
such forecasts are valuable, they 
should be regarded as reflecting 
conditions and visible trends at 
the time the forecasts are made. 

They don’t and can’t guarantee 
the future. True enough, it usually 
happens that the momentum of 
well established conditions and 
trends carry events along for a 
while. But in the housing field it’s 
smart for builders and materials 
retailers to keep a weather eye on 
local trends; the number of build- 
ing prospects, the state of the 
mortgage money supply and all 
the rest. 


Urges Larger Homes 


H. R. North- 
up, executive 
vice - president 


of the National 
Retail Lumber 
Dealers Asso- 
ciation, makes a 
suggestion to 
home buyers 
and home build- 
ers at the beginning of the new 
year. This is to increase the size 
of new dwellings, to gain extra 
liveability, if at the cost, if neces- 
sary, of omitting extra equipment 
and frills. 

“Many of the new homes built 
in recent years,” Mr. Northup 
says, “have so little living and 
storage space that they quickly 
hecome unsuitable for growing 
families.” 

It’s an easy matter to add extra 
household equipment from time to 
time, if there’s a place to put it. 
But it’s more difficult, and more 





Report from 
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costly, to expand the living area 
of a home once it’s built. 


Northup says the area of a new 
home can usually be enlarged by 
10% at an added cost of about 4% 
in the selling price, if it’s done at 
the time the house is built. That 
extra 100 square feet of floor 
space, added at the cost of $500 
would provide for needed storage, 
larger bedrooms and a larger liv 
ing-dining area. 

No question but that larger 
houses are in demand; not only 
houses with more rooms, for 
larger families, but also houses 
with larger rooms. Metropolitan 
Washington is a demonstration of 
this fact. Too many small houses 
have been built, the past six or 
eight years, within 10 or 15 miles 
of the Washington Monument to 
catch the desperate trade that 
showed up after the second world 
war; families that just had to have 
roofs over them. 

I have been inside some of those 
mutilated coops that clearly had 
been built from larger plans by 
cutting three or four feet off one 
end. So the living room was little 
more than a runway between 
kitchen and bedroom. Very little 
resale market at present for those 
errors in economy; although a 
good many are still young in years 
are being offered for sale, as the 
owners find it increasingly un- 
pleasant to live in them. 


National Habit 


Home owning in this country is 
getting to be pretty much a na- 
tional habit. Six out of ten Ameri- 
can families own their own homes; 
and more than 9,000,000 of these 
families have acquired their homes 
since the second world war. 

Cash outlay for non-farm resi 
dential construction last year is 
estimated as 22% higher than the 
year before. The Commerce and 
the Labor Departments think 
there'll be another 13% gain in 
55. The Dodge experts predict 
gains in all but one department of 
construction; and that exception 
is manufacturing and industrial 
structures. 

This is encouraging for the 
light-construction industry; but it 
is well to point once more to the 
advice about watching local mar- 
kets. It’s in local markets where 
builders and material dealers 
make their sales. 


Schools and Hospitals 
American schools and hospitals 
are becoming important purchas 
Last November, | 
Oveta 


ers of lumber. 


heard Mrs. Culp Hobby, 


secretary, the Department of 
Health, Education, and Welfare, 
say that a new type of hospital is 
being promoted by the depart- 
ment; something in the nature of 
a nursing home; one that can be 
built at a cost of less than half the 
sum, per bed, required to build the 
conventional hospital. 

The structural and design 
studies made by the industry have 
made possible the building of one- 
story hospitals and schools; some- 
thing of immense importance in 
meeting the huge backlog demands 
for schools and hospitals. Secre 
tary Hobby’s speech indicates that 
her department appreciates the 
work done in planning and design 
by the industry and also the high 
grade building materials it is 
making available. 


Expanded Lumber Market 
Leo V. Bodine, 
executive vice- 
president, Na- 
tional Lumber 
Manufacturers 
Association, in 
his report about 
the lumber out- 
look for 1955, 
says recent cal- 
culations indicate that the average 
US dwelling unit contains about 
10,500 board feet of lumber. If as 
many as 1,350,000 new dwelling 
units are started in '55 as some 
industry economists predict, this 
would mean a market for upwards 
of 10 billion feet of lumber. No 
special difficulty in supplying all 
the lumber needed. 

The one factor Bodine points out 
as being possibly troublesome is 
the swarm of crippling strikes in 
sawmill and logging operations 
during the past season. These 
things increase production costs 
of lumber and so hamper the nor- 
mal market. 

It’s important to builders who 
use lumber that the markets for 
all forest products remain open 
and active. In this way mills are 
kept open and supplies are avail- 
able to all lumber buyers; pro- 
vided of course that prices remain 
at reasonable levels. 





The foreign aid program, for 
which the Corps of Engineers 
makes purchases of lumber, is 


likely to be moderately increased. 
According to news reports, Euro- 
pean buyers are taking more US 
lumber. West Germany, for ex 
ample, supplies less than 80% of 
its own lumber needs. With in 
creasing prosperity, German needs 
for lumber are increasing. 


R. Y. Kerr 
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Youll Serve Customers Faster 
Modern Tube Color System... 














@ Pictsburgh offers at nom- 
inal cost this handy 9x5- 
inch MAESTRO COLOR 
deck with large reproduc- 
tions of all 300 colors. 
This can be used as a 
supplementary sales aid at 
the counter or in the 
home. It is also of great 
interest to professional 
painters and decorators. 





300 Modern Decorator 
Hues in Three Famous 
Interior Finishes... 


FROM ONE LINE 
OF TUBE COLORS! 


@ Pittsburgh’s new MAESTRO TUBE COLORS 
can be used in WALLHIDE Rubberized Satin 
Finish, WALLHIDE Alkyd-Type Flat wall paints 
and in SATINHIDE Enamel for trimwork. This 
reduces tube inventory and lessens possibility of 
error in mixing. Only 50 tubes are required—in 
4-0z., l-oz., and 4-oz., sizes. Nearly half of the 
colors are made by adding one tube color to base 
materials. These tube colors disperse rapidly to 
produce desired hues in the quantity your customers 
want—in a matter of minutes. 


PitTtsBURGH 


PAINTS «© GLASS «© CHEMICALS «¢ BRUSHES 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LTD. 
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and Better with Pittsburgh's 


CEM rerio Coloue. 


Cost Less to Stock... Pir Si . pen ees 
Are Easier to Sell! i WP Magy LIN 


“There's nothing else like it!’ That's 
what paint dealers everywhere are saying 
about Pittsburgh’s new MAESTRO 
COLOR system. 


Here’s the simplest, most practical way 
of all to sell paint. It enables you to offer 
300 modern colors in three standard Pitts- 
burgh interior wall and trim paints—in- 
cluding rubberizedand Alkyd-type finishes 
—with only a very small investment. 





This wide range of smart, fashion-wise 
hues can be supplied quickly and easily 
in gallons or quarts from one set of uni- 


versal tube colors and only two tinting 
bases for each of the three finishes—white 
for pastel colors and neutral for deep tones. 


Pittsburgh’s new MAESTRO COLOR 

system requires an unusually small stock. 

In fact, you can operate with a minimum 

assortment of tubes and tinting bases re- 

quiring only 25 square feet of shelf space! 

Such a small inventory assures faster turn- 

over and greater profits from paint sales. 

Pittsburgh's widespread distribution sys- 

tem guarantees fast replacement of stock 

—when you need it and with no loss of oe, To make “i age COLORS spa arn -_ — 
lecsbur effort, Pittsbur, rovides dealers w is attractive 

ee ee ee se COLOR SELECTOR. It contains all 300 of these exciting hues. 

Ce TO: Coes OS a eee Besides assisting customers in finding the colors they want, this 

easy application and lasting beauty. display cack helps dealers serve t more cussomens with @ niaimem 

: : ; sales help. R SE are furn to dealers w 
Wf you eve interested in slling paints a fell scock of additional eake-bome chips. Additional chipe are 
re pening a way, send supplied without cost as they may be needed. 


pS ae ee ee ee cae eee ee ee ee ee es se 


Pittsburgh Plate Glass Company, 
Paint Division, Dept. ALP-15, Pittsburgh, Pa. 


Gentlemen: I am interested in further details of your new MAESTRO 


COLOR SYSTEM. 
AINTS §-- 


PLASTICS ~ FIBER GLASS Address - 
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How to Pick Management Consultants 








Management List 
Now Available 


If you are thinking of 
retaining a management 
engineering firm send for 
a list of members belong- 
ing to the Association of 
Consulting Management 
Engineers, Inc., 347 Madi- 
son Ave., New York City. 





Have you been solicited for 
management engineering serv- 
ices lately? 

More and more of our dealers 
are reporting sad experiences 
with so-called business engineers 
and consultants. Like so many 
worthwhile services, the field of 
management consulting has its 
shysters, racketeers and char- 
latans as well as its highly eth- 
ical factors who render valued 
services. 


Sell With Pressure 


Unfortunately it is sometimes 
true that concerns in this field 
which are the most aggressive, 
high pressured and flamboyant, 
who make the largest claims and 
talk the loudest about them- 
selves, are the greatest offenders 
in matters of both ethics and 
service. Dealers report that they 
have been high pressured into 
costly “surveys” and “service 
contracts” running sometimes 
into the thousands of dollars 
without receiving tangible bene- 
fit. 

A dealer will be “contacted” 
by a salesman with a smooth 
convincing “line,” then “sur- 
veyed” by a second party and 
“serviced” by a third man. Fre- 
quently neither the survey man 
nor the service man have a 
building industry background 
for their function. 


Picking the Firm 

How can you distinguish the 
reliable, efficient and qualified 
management consultant from 
the charlatan? 

The firm which solicits you 
for such services should be 
checked for: 

(1) reputation, 

(2) successful experience in 

servicing retail and par- 


Repeated by request 


ticularly retail lumber 
dealer accounts, and 


(3) the qualifications of the 
men who service your 
account, 


Request Testimonials 


You should be on your guard 
against any signs of high pres- 
sure selling on the consultant’s 
part. Management engineering 
is a profession and the ethical 
professional man is never high 
pressure. 

You should ask the solicitor 
or first contact man to give you 
the names of retail lumber con- 
cerns his company has served. 
Then call them on the phone re- 
garding the value of the service 
they receive. 

The survey and service men 
assigned to your job, if you em- 
ploy a business engineering firm, 
should be able to give you per- 
sonal references as to their back- 
ground which will prove to you 
their qualified experience to do 
a constructive job for you and 
make an important contribution 
to the solution of your manage- 
ment problems, 

If the soliciting firm is a 
member of a national associa- 
tion of management consultants 
(see offer at left) he will be glad 
to provide you with the kind of 
proofs of satisfactory perform- 
ance that you want. In fact the 
lack of such a membership is an 
indication that the firm should 
be thoroughly investigated be- 
fore it is employed. 

Your local Better Business 
Bureau is another check source. 

There is no doubt but what 
with the growing complication 
of building products retailing 
there is need for management 
counseling but if and when you 
feel the need it may be well to 
stop, look and ask for proof. 
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One man does two-man job- 


8-TIMES FASTER 
with Ross Carrier 


Ordinarily, it takes two men well over an hour to 
unload 450 concrete cube-blocks from a truck and 
trailer. But one ROSS CARRIER, using a new 
method developed by Bob Beach—President of 
Beach Lumber Company in Rome, New York—can 
dispatch the identical load in 15 minutes! EIGHT 
times faster . . . and only one man is needed for 
the entire operation. 

Not only are costly man-hours slashed . . . impor- 
tant savings are made by eliminating bolster losses! 
And no “double-handling”’ is required. The Ross 
Carrier places cube-blocks at the precise spots 


andi” a babe 
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These 16-ft. I-beams carry wooden platforms on 

which the concrete blocks are stacked. The I-beams 

hold up to 4 platforms of block, depending on the 
size of the order Handling block in unit loads effects sub- 
stantial savings and speeds order filling 


At construction site, 1% square inch iron rods are 
inserted in the middle hole of bottom blocks. The 
Carrier can now pick off any quantity of blocks 
from the platforms for distribution pn construction site. 
Rods stay with the Carrier after load is set on the ground. 


CLARK 


EQUIPMENT 


Burtp1nc Propucts MERCHANDISER 


ROSS CARRIER DIV! 
CLARK EQUIPMENT COMPANY, Benton Harbor 40, Michigan 


. and in the exact quantities desired around the 
foundation site! 

Constantly improving their materials handling 
methods pays-off for Beach Lumber in bigger profits 
. .. better customer service . . . lower overhead. It 
can do the same for you! Call your Clark Dealer 
today, listed under “Trucks, Industrial” in the 
phone book Yellow Pages. Let him help you make 
your operations more profitable! 


Remember: it takes only 5 seconds to load a Ross Carrier... 
3 ds to unload . . . there's no waiting time, all work time. 





The Carrier’s load hooks engage cross members 

and pick up entire load, including rack. Rack and 

platforms will be returned to the yard after load 
is placed on the ground at the job site (step 4), eliminating 
the problem of recovering boisters or pallets. 


Ross Carrier delivers blocks to the precise spot 

masons want them, the ultimate in customer serv- 

ice. Cubes remain neatly stacked. After individual 
placements are made, Carrier picks up rack and wooden 
platforms and returns to yard. 
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LU-RE-CO HOUSE OPENING attracted a throng of 1,500 people and led to sales of 22 
similar houses in builder McDaniel’s development within 10 days. Supporting publicity 
was arranged on a cooperative basis by the dealer and builder who took.a one-page 
advertisement to announce the grand opening 


One Dealer's Score: 
72 Lu-Re-Co House Sales 


In less than five months, here is Here’s how the Wright-Bachman Lumber Co. (in the 
the score on Lu-Re-Co package 


house sales by the Wright-Bach heart of the prefab country), Indianapolis, sells Lu-Re-Co to 
man Lumber Co., Indianapolis, contractors and the sweat equity trade. 
Ind.: sold to project builder No. 1 
22 houses; sold to project build 
er No, 2-40 houses; sold to the 22 houses were sold within 10 days yourself customers: 
sweat equity trade—10 houses at prices ranging from $12,900 to : 
for a grand total of 72 house sales $13,500 (including lot),” he adds. Package Approach for Builders 
in the heart of the prefab factory Here’s how Wright - Bachman “We're selling contractors com- 
country. ; : handles package sales of Lu-Re-Co plete Lu-Re-Co house packages 
“The Lu-Re-Co system is a per homes to contractors and do-it- and all services which will help 
fect natural for dealers to sell to 
all contractors and the sweat 
equity trade,” says Merle Fickert, aap 
manager of the lumber and Lu-Re- “Keep Lu-Re-Co Quality’ 
Cc 3 r Lal * . * 
o department. We are convinced that both the engineering and appearance of 
We sold builder J. A. McDaniel | th C - : : a 
eo Ya-Badis honses with 6 90- | the Lu-Re- © system as it came from the University of Illinois is just about 
minute explanation of the sys- as sound as it can be," says Merle Fickert, manager of the lumber and 
tem’s multiple advantages. Anoth- | Lu-Re-Co department, Wright-Bachman Lumber Co., Indianapolis, Ind. 
er builder decided in favor of “We have heard of instances where the Lu-Re-Co package is being 
Lu-Re-Co for a project which al- cheapened at the local level. We feel this action goes against the pres- 
poo had eae | homes built ent public desire for real quality in homes. We know that people in our 
ey WS SS POSS Compan, area are sick of cheap construction—they want quality homes. We can 
says Merle. | furnish these homes with the quality inherent in the unadulterated 
“What's more, late in November, Lu-Re-C Suen © dead Fick q Y 
1,500 people attended the open u-Re-Co system, decieres Fickert. 


house for the model home and al]! 
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FABRICATION DEPARTMENT for wall panels and roof trusses has 
been set up in an old storage shed. Some Lu-Re-Co components will be 
stock-piled, but it is hoped to transfer parts directly from the jig tables 


to delivery trailers to save handling 


MODEL HOUSE was erected and painted exactly accord- 
ing to Lu-Re-Co specifications and looked superior to many 
Notice the job sign 


higher-priced homes in the area 
furnished by Wright-Bachman. 


contractors erect and sell the 
houses economically. With this 
system, we can sell the 100-home 
project builder and the five-home 
builder and still keep their pay- 
rolls and construction costs at a 
minimum,” says Merle. 

The Wright-Bachman Co. has 
been fabricating Lu-Re-Co panels 
and trusses and experimenting 
with the system for about five 
months. The 4x8-ft. wall panels 
are fabricated with the windows 
and doors installed. House parts 
are not sold separately; the entire 
house (including interior finish 
materials) is sold at a package 
price. The package includes as- 
sembled interior partitions. 


Techniques Are Sound 

“We've had four men working 
full-time on panel and truss fab 
rication for about three months,” 
says Merle. “We followed the Lu- 
Re-Co engineering plans to the 
letter and we didn’t run into any 
serious bugs. Often we couldn’t 
figure the ‘why’ of certain proce- 
dures, but the soundness of the 
recommended techniques became 
apparent as we worked with them. 
To gain greater experience, we 
adapted the system to the plans of 
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STURDY TRUSS TABLE allows fabrication of 
full-size units 
full-time fabrication crew are shown near table 


Three members of the four-man, 


. ° vay ., ar aout lhe: 


SWEAT EQUITY LU-RE-CO HOUSE was built by J. Ralph 
Wedel, manager of the home planning department. The 
dealer hopes to sell 


Lu-Re-Co Houses on a sweat equity 


basis to customers who cannot afford the contractor-built 


houses 


two prefab houses and erected 


them,” he says. 


System for Deliveries 


Two sizes (18 and 20’ lengths) 
of flat-bed, four-wheel, skeleton 
trailers and jeeps with four-wheel 
drive will be used to deliver house 
parts to project construction sites. 
House parts will be transferred 
from the jig tables to the trailers 
to save handling. The jeeps will 
return with empty trailers and 
shuttle full trailers to the con 
struction sites. Trailers will carry 
wall panels, roof trusses and as 
sembled interior partitions. 

As a special service, the house 
parts will be spotted on subfloors 
where needed to save the con 
tractor valuable handling time. 


Advantage Over Prefabers 


“We believe the jeeps with the 
light trailers will be able to get 
into areas that can’t be reached by 
conventional trucks,” says Merle. 
“This concept of light equipment 
gives us a big advantage over pre- 
fabers, who need eight to ten men 
to unload one of their trucks. 

“We are attempting to line up 
from $2-$2%% million in financing 


with an insurance company or 
bank so a paper buying service 
will be ready-made for our con- 
tractors,” Merle explains. 


The 22 homes sold to consumers 
in one project were financed by 
VA and FHA. Wright-Bachman 
helped builder McDaniel get his 
subdivision annexed by the city so 
utilities would be available. Cost 
of the advertisement announcing 
the grand opening was shared by 
the dealer and builder. The dealer 
arranged to have the model home 
furnished by a local firm for the 
opening. Similar dealer services 
will be extended to the builder in 
the 40-home project when it is 
opened early this year. 


Wright-Bachman makes a spe- 
cial point of helping the builder 
site-plan each development to 
avoid any possible resemblance to 
row construction. Houses are ar 
ranged in different positions on 
the lots; roof pitches are varied; 
houses are built with and without 
carports, garages and basements 
in order to vary the appeal to cus- 
tomers. 

“We are working with several 
more builders on the package 

(continued on next page) 
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OWENS-ILLINOIS 
GLASS BLOCK 


Privacy 


Here's how to get plenty of light but 

none of the sight 

No, 365. Remind your customers that 

Owens-Illinois Glass Block the 

insulating efficiency of an 8” brick wall 
. won't frost or sweat in winter 


with a panel of 


have 


Vision 

For a “solid” wall she can “see through,’ 
suggest a panel of No, 370. Her kitchen 
will be flooded with daylight, yet it will 
Point 
out that soil marks, even splattered 
rub right off 
wipe renews their sparkle. 


be easy to keep spi and span 


urease an occasional 


Here's an application that's as practical 
as it is beautiful. These panels of No 
316 block do much to set off the door 
way... he Ip light the hallway. 


Plan now to push and profit from this 
versatile, practical building 
Write for details to: Kimble Glass 
Company, subsidiary of Owens-Illinois 
Dept AL-1, Toledo 1, Ohio 

*Formerly known as INSULUX 


OweENs-ILLINOIS 


material. 


GENERAL OFFICE ) TOLEDO 1, OHIO 
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LU-RE-CO SALES 
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plan,” says Merle, “and we are 
planning an erection show to ex- 
hibit the advantages of the Lu- 
Re-Co system to builders. After 
the show, the house (if it is built 
at the yard) will be used as a 
classroom for builders and the 
sweat equity trade.” 


Sweat Equity Tie-in 

Wright-Bachman hopes to have 
customers who can not afford a 
contractor-built home turned over 
to them for house sales on a sweat- 
equity basis. “We do not feel the 
contractors will object to this pro- 
cedure because we will be dealing 
with people who can buy their 
homes only on this basis,” Merle 
explains. 

The firm has had considerable 
experience in sweat equity house 
sales. Such buyers are qualified 
usually as those who work regu- 
larly with their hands. The cus- 
tomers are given supervision dur- 
ing construction. 

The firm has sold 10 Lu-Re-Co 
houses to the do-it-yourself trade. 
A strong selling point is the fact 
that J. Ralph Wedel, manager of 
the home planning department, 
built his own Lu-Re-Co house on 
a sweat equity basis. Wedel is in 


an ideal position to advise and aid 
customers. 


Ready-Made Estimates 


Cost estimates and specification 
sheets are now being prepared on 
each of the Lu-Re-Co houses the 
firm will supply. When a customer 
or builder picks a _ particular 
house, the salesman need only to 
go to the file to get the completed 
deal to show customers. This sys- 
tem will also speed financing ap- 
proval because lending institu- 
tions will have full facts of each 
style of house from prior financing 
transactions. 


NOTE: The Lu-Re-Co system of 
modular construction was covered 
in the American Lumberman, issue 
of February 8, 1954, page 40. The 
system was developed especially 
for lumber dealers by the Univer- 
sity of Illinois Small Homes Coun- 
cil under a grant by the Lumber 
Dealers Research Council. 

Using the system, any dealer can 
fabricate 4’x8’ wall panels and “W” 
roof trusses for homes on inexpen- 
sive jigs in his own shop, Lu-Re-Co 
kit packages are complete with de- 
tailed construction plans, several 
house plans, and materials to use 
for advertising and promotion of 
the home-building system. 

For additional information write: 
Raymon’ H. Harrell, research di- 
rector, Lumber Dealers Research 
Council, Dept. AL, Ring Building, 
18th and M Streets, Washington, 
D. C. 
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Speed up your operation with Goldblatt tools—they’re good as gold. 
(Goldblatt Too! Co., 1944 Walnut, Kansas City 8, Mo.) 
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SHOE DISPLAY RACK built for one customer is checked 


over by Louis Best, 


¢ 


, and carpenter. 


SCREEN DOOR REPAIR, left, led to sale of screen door 
guard by one of Best’s employes 


Fix-it Shop Brings in Business 


Milwaukee dealer finds small repair jobs profitable. 


The average homeowner usual 
ly has a small repair job or two 
around the house that needs doing, 
but it remains undone for lack of 
materials or know-how. 

According to Louis Best, owner 
of Best Lumber & Fuel Co., Mil- 
waukee, Wis., this situation can be 
used as a wedge for the alert firm 
to boost the traffic in his place of 
business. He did it by creating the 
“Li’l Louie’s Fix-It Shop” and pro- 
moting it with lots of emphasis in 
his regular advertising layouts. 


tools, 


Charges Specified 

A few years back, Best Lumber 
had a disappointing experiment 
with a “Help Yourself Fix-It Shop” 
which fell short of expectations. 
Customers at that time were en- 
couraged to come into the shop 
and use the tools and the time and 
advice of the skilled Best work- 
men for the cost of the materials 
alone. It was dropped after a brief 
run because it took up too much 
of the employe’s valuable time for 
the amount of revenue it brought 
in. “Our new setup is much bet- 
ter,” says Louis Best. “We charge 
an average of $5 per hour for the 
time our men put in on any of the 
repair jobs, plus the material 
charges.” 

The bulk of the work brought 
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in consists of window and door 
repairs, but a wide variety of 
household items in need of fixing 
are brought daily into the shop. 
Two employes are kept busy on a 
full time basis handling the work. 
In addition to the customer’s pur 
chases of the lumber required on 
these jobs, Louis Best also reports 
a mounting sale of locks, door 
guards and paints. A sizeable sup 
ply of glass is kept on hand to 
meet the growing demand for win 
dow repairs. The “Li’] Louie’s Fix 
It Shop” also enables them to 
make profitable sales of many 
short lengths of lumber 


Commercial Business, Too 


One source of business is being 
tapped through this project that 
had not been originally antici 
pated. A number of business places 
and offices have been availing 
themselves of this opportunity to 
renovate their desks and store fix- 
tures. A local retail shoe chain 
sent in several display racks for 
repair as a direct result of the 
newspaper ad announcing the new 
department. The repair work 
proved so satisfactory that the 
shoe store also placed a profitable 
order with Best Lumber Co. for a 
number of new shoe display racks 
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REPAIR SERVICE is advertised in 
Milwaukee Journal, Customers must 
bring their repair jobs to Best's shop 








New ideas sky 


rocket brush 





Sensational Wooster Multiflag” Tynex Brushes 
... the only brushes with exploded-tip bristles 
- ++ paint faster, smoother, better... and they 
sell faster off your counters, too! 

People have never been so excited about paint brushes. 
Dealers have never sold so many. It’s all because there 
really is something new in paint brushes—Wooster 
Multiflag Brushes with exploded-tip bristles! 

Years of scientific research by Wooster have paid 
off. A method has been discovered by which we process 
DuPont Tynex, exploding the bristle ends into soft, 
silky contact points. This secret process puts thousands 
more working ends in every brush, gives a more dense 
and velvety contact with surfaces. It lets ““do-it-your- 
self” enthusiasts paint like professionals, 

By word of mouth, news of these great brushes has 
spread rapidly. Now, we are telling millions more with 


smashing advertising messages in Life, Saturday Eve- 


(To obtain more data on advertised products see page 64) 


ning Post, Better Homes & Gardens, The American Home 
and Good Housekeeping! It’s the hardest hitting con- 
sumer advertising campaign in paint brush history. 

But . . . this big promotion is only part of the sen- 
sational new Wooster Quintet Sales-Making Plan! 
Here’s the plan that gives you (1) the fastest selling 
items in our line, (2) packaged in the most modern 
merchandisers for your floor and counters, (3) the most 
exciting brush feature . . . Multiflag . . . plus a wide 
selection of pure bristle brushes, (4) the most unusual 
roller features in Wooster Fabric “X” and Wooster 
MagiKoter® Rollers, (5) the backing of the greatest 
national advertising campaign ever put behind any line 
of paint brushes and paint rollers. 

Concentrate on Wooster . . . the line that’s alive to 
your needs for 55! Ask your distributor for a copy of 
the new booklet, Wooster Quintet Sales-Making Plan, 
or write The Wooster Brush Company, Wooster, Ohio. 
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Exploded-tip bristles in Wooster Multiflag 
Brushes look different, feel different, work 
better. Note the distinctive fluffy gray appear- 
ance. Feel the soft, silky ends that “flow” in- 
stead of “rake” the paint. 


Better llomes 


Five great magazines are carrying our ads 
telling the story of amazing exploded-tip 
bristles to millions of Americans. Wooster 
pre-sells these prospects, sends them to your 
store to buy Wooster Multiflag Brushes. 


For only $20.60, you can put this Wooster 
Multiflag varnish brush merchandiser on 
your counter. Holds 22 brushes in 4 sizes 
Dealer profit $10.29. Order from your dis- 
tributor. Cat. No. 3910B. 


Brand new for ‘55! This Wooster Brush 
Bar displays 14 different brushes. Leaves 
counter space free. Two units back-to-back 
make effective island display. Can be wall- 
mounted without legs. Cat. No. 3905. 





and roller sales! 








Sell extra covers with 
every roller sale by dis- 
playing this Wooster 
Roller Cover Dispenser. 
Open slot encourages 
customer self-service. 
Covers drop into place 
as removed. Holds 12 
Fabric “X”’ covers. Cat. 
No. R-230. 


ff | 


XN 


Easy to fill, to use and 

to clean, the Wooster All- 

Purpose MagiK oter holds full pint of paint 
or enamel. Built to last a lifetime. Fair 
Trade retail price $4.95. Cat. No. 44-0. 





TWO GUARANTEES BEHIND WOOSTER 
PRODUCTS YOU SELL 


HUN oy 


Priced at $20.97, this Wooster Multiflag 
wall brush merchandiser stocks 12 brushes 
in 3 sizes. Popular sellers, competitively 
priced. Dealer profit $10.55, Order from 
your distributor, Cat. No. 3930A, 


Watch them sell when you put the orig- 
inal Wooster Lindbeck” single angular 
sash brushes on your counter. They feature 
pencil-grip handle for finger-tip control. 
Display holds 13 brushes. Cat. No. 1921. 


Use with any paint 

or enamel, clean in any 

solvent. Wooster Fabric “X"’ roller is truly 
all-purpose. Kit, including roller and metal 
tray, retails at $2.98. Carton converts into 
colorful counter display. Cat. No. R-937, 


Two famed symbols of quality that guarantee int 
customer satisfaction with Wooster products Guaranteed by > 
are Ted the Tester, long the mark of better \ Good Housekeeping 

‘ ; 2G ; Y * 
painting tools, and the Good Housekeeping 2 45 soyrarste OE 
Seal of Approval. 


 WoosTER” 2" 











This new booklet lists best-selling items, 
helps you choose condensed stock, shows 
new merchandisers. Ask your distributor 
or write Wooster for your copy. 
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EVERY TYPE OF ROOFING has 


Farmer's carries one of 


Arizona 


the most 


its special use and 


extensive stocks 


in 


EMBOSSED ALUMINUM ROOFING is a popular item at 
Farmer's. Most sales are made to homeowner and small 


contractors. 


Aluminum Roofing Helps Sell Itself 


\ \ 





— 


7) | 


MANAGER LOREN PEDRICK shows a piece of flashing in the warehouse devoted 


to metal products. 


24 


January 24, 


Arizona dealer finds 
in-use demonstrations boom 
metal roofing sales. 


Roofing prospects — especially 
those considering aluminum roof- 
ing — get convincing demonstra- 
tions of aluminum’s heat-reflect- 
ing ability when they deal with 
Farmer’s Lumber and Supply Co., 
Phoenix, Ariz. 

Perhaps nowhere in America is 
heat reflection more important to 
customers than in central Ari- 
zona’s climate, where the sun 
shines virtually every day of the 
year and temperatures climb over 
the 100-mark in seven months of 
the year. 

To prove aluminum’s worth, 
manager Loren Pedrick keeps 
samples of aluminum roofing side 
by side with other roofing and 
metal building materials in the 
direct rays of the sun. He asks 
the customer to touch the various 
samples, many of which are hot 
enough to burn the bare hand 
Then he asks them to touch the 
aluminum. Its relative coolness 
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little 
serves as an 
point. 


causes no amazement and 


important selling 


Sell by Comparison 


Pedrick often goes further with 
his demonstration. He has two 
warehouses in the rear of the 
yard, one of corrugated iron and 
the other of aluminum. He invites 
customers to step inside each and 
note the temperature difference. A 
thermometer proves the aluminum 
building is 25 degrees cooler. 

Many homeowners balk at alum- 
inum roofing because “it’s too 
shiny.” Especially in Arizona, the 
high degree of light reflection 
sauses an annoying glare. Because 
of that fact, Pedrick sells a lot 
of embossed aluminum roofing, 
which has the same heat reflecting 
power with a reduced amount of 
glare. Pedrick finds that a cus- 
tomer who is sold on the high heat 
reflection of plain aluminum may 
refuse to believe that embossed 
aluminum does the job as effec- 
tively. So he turns to heat demon- 
strations and an explanation of 
the principles involved. 

Farmer’s doesn’t try to sell 
aluminum roofing for all uses. The 
firm carries one of the most com- 
plete roofing inventories in Ari- 
zona and Pedrick believes that 
every type of roofing has its spe 
cial use. 


“IT don’t try to sell aluminum 
roofing to the man who is build- 
ing or reroofing a home in the 
high-priced range,” he explains. 
“Asbestos shingles might be my 
suggestion to that man.” 

Most popular roofing sold by 
this 20-year-old firm in south 
Phoenix is composition shingles 
and rolls. 

Virtually all the roofing sold by 
Farmer’s is purchased by individ- 
ual homeowners and small con- 
tractors. The firm does not cater 
to commercial applicators or large- 
scale building contractors. 


Good Advertising Program 


To reach his chosen market, 
Pedrick makes good use of news- 
paper and radio advertising. 
Farmer’s has a 15-minute evening 
record program, currently featur 
ing Perry Como recordings, on 
one station, and four weekly spot 
announcements on another. His 
weekly advertisements in the two 
Phoenix daily newspapers, the 
Arizona Republic and Phoenix Ga 
zette, stress the value of doing 
needed repair and remodeling 
work. 

Farmer’s has an ideal setup for 
contacting homeowners who are 
interested in doing their own re- 
pairing and remodeling. The firm 
is a complete building materials 


and housewares center, with well- 
defined departments for lumber, 
builder’s hardware, plumbing fix- 
tures and equipment, housewares, 
appliances, flooring and roofing. 
The customer who comes in for 
tools is often ripe for suggestions 
on new roofing. So is the buyer of 
lumber, and other building mate- 
rials. 

Several years ago Farmer's 
maintained a cash-and-carry pol- 
icy on all purchases. That has now 
been modified, however, and about 
half of the firm’s roofing sales are 
now on a charge basis. Farmer's 
limits the charge period to the 
10th of the month following pur- 
chase, except where FHA loans 
are arranged. 


Makes Delivery Charge 


Farmer’s maintains a delivery 
service on a sliding charge basis. 

“We charge $2 per ton of mer 
chandise delivered,” Pedrick says, 
“with a minimum charge of 50c for 
any delivery. That discourages the 
unreasonable customer who might 
otherwise ask for delivery of a 
small tool or a piece of lumber. 
Then, too, the revenue helps pay 
for the delivery expense.” 

Pedrick believes it pays to use 
convincing sales demonstrations, 
especially to illustrate the supe- 
riority of a material for a certain 
use or in a specific climate, 
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A Look at the Contemporary House 


By Paul T. Haagen 


Here’s the background which will help you understand 


and sell today’s house designs. 


What is the reason behind the 
design changes in today’s homes? 

Many of us have only to look 
back a few years to recall the 
popular styles of those days and 
so evaluate the changes that are 
taking place and bringing about 
better home building. 

In former years the building 
public wanted an historic design 
in their houses, something they 
could label as a “style.” The 
builders wanted a selling product. 
They followed the public’s style 
demands of the moment. They 
built houses they could label. 

We still see the cupolas, the 
towers, the gingerbread orna 
ments on houses of the late 
1800's. These were followed by the 
bungalow, the Mediterranean 
architecture influenced by the 
boom in building in Florida, the 
English Tudor period, the popu- 
larity of the Cape Cod period and 
more lately the “ranch-type” 
house. 


Better Plans Available 


Many things have brought 
about these changes (to my think- 
ing) for the better. I do not mean 
the exterior design so much as 
plan arrangement. The plan must 
come first and evolves logically 
when individually developed as a 
basis for living. Then follows the 
exterior design as an expression 
of a perfected plan which has 
been influenced by family needs, 
climate, location, revailing 
breezes and terrain. Thus by elim- 
inating the demand for a tradi- 
tional “style,” there has been de- 
veloped a better functional house 
we might designate as “contempo- 
rary.” 


This new house has been 


evolved from the family’s need for 
shelter, comfort, convenience and 
utility. These require facilities for 
rest and reading or study; sleep 
ing, bathing, work centers of 
kitchen, basement or utility room, 
laundry equipment and storage 
closet space. There must be not 
only a center for social entertain- 
ing, but a place for family recrea- 
tion and pursuit of hobbies and if 
possible, arrangement for a cer- 
tain amount of privacy. 

Of course the landscaping of 
the property with flowers, trees 
and shrubs is now an integral part 
of the building process. 


Factors in House Planning 

Basic standards to be consid- 
ered in planning a house are: 

a) Size of family 

b) Income 


c) Transportation (to work and 

to shopping centers) 

d) Social standards 

On what is this newest house 
based and how does it more effi- 
ciently and economically serve 
today’s homeowner? 

There are many factors which 
have contributed to the simplicity 
and functionalism of today’s 
houses. The plans are more open, 
with a spacious feeling because of 

artial partitions, use of glass, 
uilt-in furniture and simplified 
elements dividing the rooms. They 
combine indoor with outdoor liv- 
ing by bringing the garden direct- 
ly into the house or spilling the 
interior into the garden or upon a 
terrace. 

While we do not want to label 
it as a “style” and “modern” is 
the common name for it, “contem- 
porary” is the most descriptive 


Architect Paul T. Haagen 


Paul T. Haagen, a Chicago architect licensed to 
practice in Illinois and several other states, has de- 
signed all types of buildings. In the last few years 
he has devoted particular attention to residential work. 
Trends in design, he feels, have brought about changes 
in living habits and a more informal culture. 


For many years, Mr. Haagen wrote a syndicated 
newspaper page dealing with subjects related to new 
building design and home modernization. He has been 
editor of two national magazines dealing with home design and construc- 
tion. He is the author of “How to Have a Better House.” His plans appear 


in many newspapers. 


term for our best architecture to- 
dav, although each style that has 
been developed over the centuries 
has been “modern” for its day. 

Some of the influences that 
mould the design and interior ar- 
rangement of our homes of today 
are: 

1. The Automobile 

First in importance is the auto- 
mobile. It introduced into our 
houses the garage or carport, the 
largest single element dominating 
the elevation. It has changed the 
design trend of houses. Its loca- 
tion is predicated on kitchen loca- 
tion and the use of the car itself 
influences every sphere of our 
living. 

2. Social change 

Social change and the lack of 
household help have brought about 
new demands in home planning, 
arrangement, space for appliances 
and labor-saving devices. 


3. The Kitchen 

The kitchen, the most costly 
room in the house, is again assum- 
ing larger proportions, even with 
the renaissance of a fireplace in 
the kitchen. It is approaching the 
popularity of the old-time New 
England keeping room, where all 
the affairs of daily living were 
carried on. 


4. Casual, informal way of living 
The casual and more informal 
life of our people today is an in- 
fluence on the style of our houses. 


5. Decentralized home sites 

Due to the high living standard 
of the American people, almost 
every family owns an automobile 
and this has made it possible to 
live in suburban communities, to 
own a larger property or acreage 
in the country. This has popular- 
ized electric refrigeration and the 
home freezer for the long-time 
storage of foodstuffs. Instead of 
depending on the proximity of the 
corner grocery for current sup- 
plies, the housewife shops for the 
family food once a week or even 
less often. 


6. Economy 

As wages have increased, so 
have building costs and the aver- 
age homeowner today must con- 
sider economy of construction. 
With all the attractive appliances 
and housekeeping aids which the 
modern woman would like, a 
choice must be made in many in- 
stances between wants and needs. 
Costly and useless ornamentation 
on a house have been eliminated 
and only basic elements incor- 
porated. 
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Belleview House Plan No. 191 


This six-room house is designed 
with an overflow bedroom and two 
baths for the multi-purpose room, 
which may be used as a study, a 
playroom or a bedroom. 

There are two baths. The one 
near the kitchen is lighted and 
ventilated with the modern plastic 
dome skylights in the roof and 
ceiling. This is a convenient bath, 
near the kitchen, for guests. It 
has a shower bath. 

There are plenty of closets and 
the direct passage from kitchen to 
bedrooms and front door is prac- 
tical. 


Features Full Basement 


A full basement is under the 
house in which a fine recreation 
room may be built. The basement 
stairs also are well located, so 
access may be had directly to 
recreation room without going 
through a kitchen as is so often 
the case. 

Notice how the fireplace screens 
the entrance door and forms a 
small entrance hall. 

The breezeway may be used for 
summer meals as there is a door 
to it directly from the dining 
room, 

The garage shown is a one-car 
garage, but by increasing the 
width a two-car garage could be 
obtained without changing the 
exterior design. 

This house because of the flat 
roof should be less costly to build 
for several reasons: flat roofs, 
cost less than do other roof types 
where expensive roofing materials 
are used; there are no dormers, no 
valleys and little flashing. 


Wide Use for Lumber 


The design is crisp, and modern 
. dignified with excellent win- 
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dows and ventilation. The exterior 
walls are of frame construction. 
The outside covered with water- 
proof plywood, cement plaster or 
wide horizontal flush wood sid- 
ings. Brick veneer could be used, 
also concrete blocks, by increasing 
the wall thickness. 
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This house in many ways em- 
phasizes the evolution going on 
gradually in home building: the 
incorporation of the garage into a 
logical design and the flat roof, 
which permits placing partitions 
just where the designer wishes 
them. 
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prospective home customers. 








New House Plan Series 


With this issue, American Lumberman begins a new series of house 
plans drawn especially with the lumber dealer in mind. 

The monthly series will not only provide a floor plan and perspective of 
each house, but a descriptive article will tell the f. 
in terms which will enable the dealer to merchandise those features to 


eatures of each design 


Blueprints will sell for $35 for four sets of plans or $15 for one set. 
This will include blueprint working drawings, specifications and a lumber 
and materials list. Checks for plans should accompany each order. These 


should be mailed to American Lumberman, c/o Plan Service, 139 North 


Clark Street, Chicago 2, Ill. 














No. 27 of a Series 


PLAN YOUR 1955 
AD PROGRAM NOW! 


Most dealers will budget a certain percentage of 
their anticipated 1955 sales for advertising. Some 
will develop their advertising plan no further—-leav- 
ing details of preparation until the last minute, re- 
sulting in ads that have no special relation to the 
overall sales program. Other dealers now recognize 
that their advertising investment will pay greater 
returns when every ad is dovetailed into the mer- 
chandising plan. These progressive dealers will do 
long-range thinking on such points as: 

Media: How much is to be budgeted for direct 
mail, for newspaper space, for classified, for radio, 
etc. Professional ad-men counsel that it is better to 
do a thorough job in fewer mediums than to “spread 
your advertising too thin.” 

2. Monthly budget: Earmark a share of the budget 
for each month—providing for greatest ad support 
when sales potential is highest. 

3. What to advertise: Only by long range planning 
can you allocate ad space wisely—getting the proper 
balance between product and project advertising, 
and giving specific merchandise space according to 
its volume possibilities. 

1. Tie in with national promotions: Plan to cap- 
italize on suppliers’ national advertising through 
local newspaper ads and other media to identify 
your store as local headquarters. 

5. Supply of mats: Your ads will be more attrac 
tive, more interesting, more effective if well illus- 
trated. 


WE WILL SEND YOU 
THIS HELPFUL AD 
BOOK FREE 


Shows 254 mat illustrations 
available to dealers only; also 
layout and copy suggestions for 
year ‘round campaign. Send 
coupon 


(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


COMPANY 
ADDRESS 





Rush my free copy of the 48-page ADservice book. 








This suggested 2-col. ad uses mats nos. 66, 106, 105, 
119, 154 and 165—all offered in ADservice book. 
You can use same layout and substitute other mats 
of same size. 


And make 
BIG SAVINGS 
ON HOME 
REPAIRS AND 
REMODELING 
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INCINERATORS 


FOR THE “HOTTEST” MARKET 
DEALERS HAVE TODAY 


for apartments ¢ schools 
e stores @ hospitals ¢ institutions 


Ce eT To 


@ factories @ industrial plants 


Dealers everywhere are profiting from 

the increased sale of incinerators! 

The Donley line includes standard models of 
flue and floor-fed (charge through fire door) 
design as well as units for use in small and 
medium size plants, gardens or estates. Pre- 
fabricated steel-shell units also are available. 


ee ge 








All Donley Incinerators feature greater waste 
disposing capacity through the utilization 
of an automatic burning principle. 

With Donley plans and parts, local 
contractors can build complete incinerators 
.. profit from this growing market! 








Write today for full information 
about Donley incinerators. 





OTHER DONLEY PRODUCTS TO SELL 
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13928 Miles Avenue Cleveland 5, Ohio 
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CATTLE-LOADING CHUTE, hay bunk 
and feed bunk are other farm struc- 
tures, which are located where they 


HAY BUNKS on display Mathew 
makes these up on speculation and 
farmers soon buy one or two, depend 
ing on size of herds 





are easily seen 


FARM BUILDINGS ARE DISPLAYED to good advantage 
near highway, which is heavily traveled by farmers. 


HOG HOUSE under construction in 
special shop in rear of lumberyard. 
Employes work on these buildings in 
their spare time. 


Farm Buildings Provide Profitable Sideline 


lowa dealer uses newspaper, radio and outside display to 


push portable buildings. 


Farm buildings for cash provide 
a profitable off-season sideline for 
the Mathew Lumber Co., Osca 
loosa, Iowa. This firm also has 
branches in Rose Hill and Bedford, 
but the major outdoor display of 
its farm buildings are on the heav 
ily-traveled highway just outside 
its main store in Oscaloosa. 

Since Iowa corn, hog and dairy 
and beef farmers operate farms 
from 300 to 500 acres or more, 
they have a variety of needs in 
poultry and hog houses. 

Items which the Mathew Lumber 


30 


Co. make for farmers include the 
following: 
Portable hog houses, 
10x12 (3-pen) 
Portable brooder 


$229.50 


$271.00 
Cattle loading chutes. . $50.50 
Feed bunks $38.50 
Hay bunks 
Portable hog feeders .$228.00 
The Iowa firm builds 50 to 100 
portable farm buildings such as 
hog houses, brooder houses, load- 
ing chutes, feed bunks and hay 


January 


bunks each year. These buildings 
are advertised on the farm page 
of the local newspaper and occa- 
sionally over the air. 
Construction takes place in a 
special shop at the rear of the big 
lumber yard. Employes work on 
these buildings in their spare 
time. The items are made up in 
advance, without orders, and then 
displayed out front and through- 
out the yard, where they catch the 
attention of the farm trade. 
This lumber yard has a very 
(continued on page 32) 
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“We're Selling Paint to Customers We 
Never Saw Before...DRAGNET SALES PLAN is 
Making This the Best Month We Ever Had!” 
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, PAINTS 
Monvtactured by Colorizer Associates: in 1322 COLORS 


Bennett's, Salt Lake City, Utah, and Los Angeles, Calif. © Blue Ribbon Paint 
Company, Wheeling, W. Va. © Walter N. Boysen Co., Oakland and Los Angeles, 
Calif. © Brooklyn Paint and Varnish Co., Brooklyn, N. Y. © James Bute Co., 
Houston, Texas © Great Western Paint Mfg. Corp’n, Kansas City, Mo. © Jewel 
Paint & Varnish Co., Chic , I. © Kohler-Mclister Paint Co., Denver, Colo. 
© W. H. Sweney & Co., St. Paul Minn. © Vane-Calvert Paint Co., $1. Louis, Mo. 
© Warren Paint and Color Co., Nashville, Tenn. © Geo. D. Wetherill & Co., Inc., 
Philadelphia, Pennsylvania © IN CANADA: Imperial Vornish & Color Co. itd., 
Teronte, Onterio * IN ENGLAND: Jenson & Nicholson, itd., London, England. 


This plan crowds your store with paint 
customers ready to buy! The Customer 
Dragnet is the fastest working sales plan 
ever developed in the paint industry. 
5,000 dealers are now cashing in on it! 


Colorizer, who brought you the first complete 
color system ever perfected, now brings you the 
most effective paint-selling plan ever developed 
in the paint industry! After watching the amaz- 
ing results of 2-year tests of this sales plan in 48 
states, we call it the Colorizer “Customer Drag 
net’’ because it literally goes out and brings cus- 
tomers into the store, cash in hand! It's simple 
...entirely local...inexpensive.,.terrific in  pro- 
ducing sales. Reduce your paint investment with 
Colorizer...increase your sales with the Customer 
Dragnet! 


SEND FOR COMPLETE DETAILS TODAY! 


COLORIZER ASSOCIATES 
347 North Western Ave., Chicago, Ill 


Please send me complete information on how “The 
Colorizer Customer Dragnet” can sell more paint for me. 


State 


(To obtain more data on advertised products see page 64) 








FARM BUILDINGS 


(begins on page 30) 





imposing front with good display 
area where these farm items show 
to excellent advantage. A _ well- 
traveled state highway, used by 
farmers, goes past this firm’s front 
door. 

Farmers see these farm build- 
ings displayed, stop and make in- 
quiries. 

Well-Equipped Shop 

The lumber company has a large 
shop at the rear of the yard 
where these farm items are built. 
The shop is well equipped with 
hand and power tools. A large 
sliding door at one end makes it 
possible to build the large items 
inside and then haul them out 


quite easily. 

Officials of the lumber com- 
pany report that most of the sales 
of these farm items are for cash, 
but in the few instances where 
credit is needed, the farmers can 
easily get FHA loans. All the in- 
formation on such loans is avail- 
able at the lumber company office 
for the farm trade. 

Of course there are some farm- 
ers who, seeing the sample brooder 
houses, etc., on display, get the 
idea of building their own. In 
such an event, they purchase ma- 
terials at Mathew Lumber Co. and 
get a few instructions on how to 
proceed. But the majority of farm- 
ers, realizing that the items are 
already made up and sell for a 


reasonable price, buy them out- 








PICKET 
CUTTER 





or 1%” thick. 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8'x6'6” to 
9’x7', two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9’x9 to 20’x12’ .. . for all doors 1%” 


right. 

The handy builder employes at 
this lumber firm also turn their 
talents toward making displays 
which can be used to sell more 
merchandise. One of these is a 
roofing display rack on casters. 
Made of 2x4’s, this rack resembles 
a hall tree. Metal bars attached to 
each side of the center upright 
make it possible to hang roofing 
card samples on them very neatly. 
Built on casters, this rack can be 
pushed right up to a window area, 
if needed, or moved anywhere 
else in the store. 

The Mathew buildings are 
painted white, making an excel- 
lent appearance. A large red sign 
with white lettering advertises 
the name of the firm, thus capital- 
izing on the heavy rural traffic. 


“WEDGE-RITE” 
OVERHEAD “coor SETS 


WAYS 


2. Graduated Hinges 
3. Electro-Golvanized _— Siz: 
Finish 


BETTER! 


4. All Stendard 
Single & 2-Cor 


es 
5. Amazing Low Prices 


° 











Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour . . . smooth finish . . . ad- 
justable for width. Light-weight and portable (38 
lbs.), yet rugged and durable for years of service. 
Anyone can operate . . . prompt delivery. 


Superior ““WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck load or carload lots 
in stock sizes. Kiln dried, Dougles Fir, dowel 
construction. Lowest prices! 





WRITE FOR FULL INFORMATION 
AND PRICES! 





Write Us For Complete Information! 





tu DOR-SET 


CORPORATION 
noma 1641 N. OLDEN AVE. EXT., TRENTON 8, NEY 4ERSEY 
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H. A. SCHUBERT CO. 


Was | A ve 














Standard and Door Sizes Cut to Size 


POPLAR ¢ MAHOGANY « BEECH 


and other species 








KYS HOLLOWCORE DOOR FILLERS 


HOENIG PLYWOOD CORP. 


280 Madison Avenue 
Tel. MUrray Hill 5-2280 


Distributors of West Coast 
Coniferous Tree Products 


P.O. BOX 385, TOWN & COUNTRY STATION — 
SACRAMENTO, CALIFORNIA ts 
‘TWX $C270 PHONE IVanhoe 9-3651 Hee 
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New Tax Law Quiz 
For Your Business 


If you aren’t familar with the new tax law you may pay 
too much or make mistakes that will bring a fine. This quiz 
covers your business if it is a corporation. 


Here's a little quiz game to help 
you take note of some of the im- 
portant changes in the new law. 
Check each of these 10 short state- 
ments true or false. Then turn to 
page 64 for the correct answers, Un- 
less you’re 100% perfect, you had 
better call on your tax adviser at 
once. This quiz was prepared by the 
American Institute of Accountants, 
the national professional society of 
certified public accountants. 


(Answers appear on p. 64) 


1. You found a bargain in a used 
truck. It had been driven only 500 
miles, and you expect it to last you 
some years. Under the new tax 
law, you can deduct your deprecia- 
tion much faster than under the 
old law. 

True | False |] 

2. You’re proud of the fact your 
17-year-old son got a summer job 
and earned $1,000. But you are 
sorry he can no longer be claimed 
as a dependent since his earnings 
total more than $600 for the year. 

True [} False [| 

3. You, your two brothers and 
your uncle have incorporated the 
family business. All of you would 
like to modernize your yard, but 
have hesitated to retain earnings 
to do so, because of the difficulty 
of proving the accumulation “rea- 
sonable” and because of the pen- 
alty tax levied if you did not suc- 
ceed. Now under the new tax law, 
it will be easier to prove an accu- 
mulation reasonable. 


True False [) 


4. You and five other men 
formed a corporation in the fall of 
1954 (after enactment of the new 
tax law). There were organization- 
al expenses of $5,000 incurred 
prior to the date of the charter. 
Since their useful life cannot be 
precisely determined until such 
time as the corporation may liqui- 
date, these expenses cannot be 
amortized for tax purposes by the 
corporation. 


True [| False [] 


5. You are sole proprietor of 
your business, married and have 
one child; this year your business 
has a profit of $40,000. If you re- 
port as an individual, making a 
joint return and taking three ex- 
emptions and the standard deduc- 
tion, your profit (after tax of 
$13,036) will be $26,964. After 
living expenses of $12,220, you 
will have left $14,744. But now 
you can report as a corporation 
and have more money available 
_— if you reported as an individ 
ual. 


True |} False [| 


6. Two years ago your business 
was good, but since that time con- 
ditions in your area have deteri- 
orated. This year you will prob- 
ably sustain some loss. Of course 
you can carry your loss back a 
year, but you just broke even last 
year. You can also carry it for- 
ward, spreading the loss over five 
years. But there is no immediate 
relief for you. 


True [| False | 


7. Your firm believes it could in- 
crease profits by adding a new 
line. But several years of research 
are needed to perfect the product. 
Your directors feel the business 
can’t afford the cost, since the ex- 
penses of research cannot be de- 
ducted from income before it is 
known whether the research is a 
success or failure. 


True [| False [7] 








8. You are a bachelor. Your 
father died last year leaving your 
mother to be supported by you. 
You feel she would be happier 
staying on in her old home, rather 
than coming to live with you. But 
since you are single, you will be 
denied the tax benefits available 
to a “head of a household.” 


True [ | False [| 

9. It has been an expensive year 
for you. You had some fancy den- 
tal work, your wife had an opera- 
tion,» your 17-year-old daughter 
caught an infection, and your 
grade-school son suffered a com- 
plicated fracture of his arm. Alto- 
gether you paid medical, dental 
and hospital bills totaling $10,000, 
and made an outlay of $500 for 
drugs and medicines. But fortu- 
nately you can deduct $9,700 of 
these expenses from your adjust- 
ed gross income of $20,000. 


True [} False [") 


10. One of your employees dies 
this year leaving his wife with 
two small children to support. She 
has some income of her own and 
the firm will pay his full salary to 
her for this year and next. But 
her ineome after taxes will be 
lower for now she will be filing a 
separate return and not a joint 
one, 


True [] False [| 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 








Seve your customers up to 
50% with “Excellent 2nd 
ond ‘‘Thrifty 3rd’’ Diamond 
Hord grodes. That's the big 
news to throw bigger sales 
your wey this yeor 







bility or beauty 








A BIG YEAR! 


FOR DEALERS WHO 


DIAMOND HARD 


MAPLE 


Sotisfaction guaranteed, too 
mond Hard grades con replace ist grade 
in many instances—with no loss of dura 
Inquire today! 


J. W. WELLS LUMBER CO. 


Phone 3633 - 6400 © MENOMINEE, MICH 








DOUBLE YOUR INCOME 4rom 
your newspaper advertisitg by 
using our cartoons, More ‘peo- 





7 ple read cartoons thon other 

? style ads — you build more 

. 9 ‘ goodwill FREE copy ‘ideas 
) SAVE your time. Hundreds of 


dealers hove used our cartoons 
since 1947 with good results 
Mats in ONE of TWO sblumn 





FLOORING 

















sizes to fit any size ad, Ex- 
clusive city franchises going 
fast. Write today for, FREE 
proofs of cartoons and full in- 
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BOOKSHELVES?"’ 


"When ore you going to build us those 


LIL-AD FEATURES 
Box 167, Long Beach, Calif. 
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OPEN HOUSE was spelled out on Grandy’s show window with handbills used to the event. 


New Products, New Lines Give Open House Appeal 


Open houses can become old stuff if 
you don’t come up with a new slant to arouse 
customer interest. The W. A. Grandy Co., 
Mason City, Ill., planned their second show 
around sparkling new products, added lines 
and a “bargain lane” just off the sales floor. 


This year hundreds of dealers will be staging 
open houses. For some it will be their first affair and 
the crowds will come willingly enough when offered 
the opportunity to see a modern lumberyard. But for 
many retailers the event has become a repeat pre- 
formance that requires a new promotion twist for 
maximum interest and crowd traffic. 


HOME MAGAZINE, published by American Lumberman, is 
regularly distributed to prospects and customers of the 
W. A. Grandy Co. Above visitors are urged to sign up for 
the magazine. 
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Don List, manager, W. A. Grandy Co., Mason City, 
Ill., believes he has the answer to this problem. Fea- 
ture only the new products placed on the market 
since your last open house or the lines taken on in 
the past year. By concentrating on this idea Don 
turned out both a good crowd and developed a long 
list of prospects for building products and home and 
farm improvement jobs. 


Traffic-Builder 


As a further traffic-builder Grandy’s also set up a 
bargain lane in the driveway of the lumber shed, 
just off the display room. In this area every item 
displayed was clearly priced and the reduction offered 
was noted. 

“All the products were truly bargains but of course 
we did take the opportunity to move lots of white 
elephants, such as pocket and pulley window frames,” 
List said. 

Grandy’s this year, for example, displayed and pro- 
moted the new silicone asbestos siding, interlock plas- 
tic tile, low priced folding doors, perforated hard- 
board, new locksets and cabinet hardware. Added 
lines displayed included combination storm sash and 
screens, metal awnings and canopies, basement en- 
trances and a viny! plastic floor tile. 


Handbills Pull Crowds 


Multi-color, 12x18” handbills were sent out to 2,600 
city residents and rural route box holders, by Gran- 
dy’s. The handbills were illustrated and described all 
the products to be seen at the show. 

Door prizes and free gifts of yardsticks, note books 
and balloons for children were offered in the hand- 
bill. The bargain lane was strongly promoted in 
the flyer. 

Registrations for the door prizes were on 3%x5%”" 
cards with 26 boxes provided to permit prospects to 
indicate products or home improvement jobs they 
planned during the present year. Results from the 
cards were very favorable. 

“We got 12 prospects for new homes, 13 for combi- 
nation windows, 14 for new kitchen cabinets and 10 
for siding jobs,” List reported. 


Uses Home Magazine 


Home Maintenance & Improvement magazine, pub- 
lished by American Lumberman for dealers who mail 
the publication to their customers, was featured at 
the open house. Visitors were asked to sign up for 
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VINYL FLOOR TILE was just one of the new products demonstrated during the open house. Metal awnings, above, were 


also displayed during the one-day event. 


the magazine. In List’s words: 

“T felt that a person interested enough to sign their 
name would look the magazine over thoroughly when 
they received it in the mail. It is my plan to have the 
same kind of display on Home and each of my future 
open houses. In this way I will gain a more valuable 
mailing list.” 


Plagued by Weather 


The turnout for Grandy’s show was about 500, much 
less than anticipated because of weather conditions. 
During the morning of the show the weather was fair 
and local farmers stayed in the fields because they 
were behind schedule in their planting. In the after- 
noon a heavy rain further discouraged attendance. 
But as List said: 

“The people who braved the storm, 500 strong, all 
were apparently vitally interested in the building 
products we were displaying and demonstrating.” 





W. A. GRANDY COMPANY —— REGISTRATION CARD 


(You Deo Not Have to be Present at Drawing to Win |) 


The first card drawn from the box will re ve the No. | Prize; the second card 
drawn will receive the No 2 Prize, ete. Cards will be drawn by persons present et 
time of rowing Please fill this card out and drop it in the box ef the entrance, 


Name Phone 
Address 


City State 


Check any of the following you feel would apply to you during the next year or two: 
1 am interested in and would like to know more about 
A New Home Remodeling Sisalkraft 
) A New Garage ) Flooring Brick 
A New Farm Building Interior Wallboards Insulation 
Other New Building Millwork Kitchen Cabinets 
] Portable Bidgs., Feeders © Paints Drain or Sewer Tile 
) Roofing Builder Hardware Plastering 
© Siding Cement Awnings 
Combination Storm Sash() Creosoted Posts and Poles Wall Tile 
and Screen Fencing F) 


Or Others 











REGISTRATION cards for the prize drawings gave 
Grandy’s a good prospect list and an indication of jobs 
planned by residents of their community. 
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SECOND ANNUAL 


OPEN HOUSE! 
Saturday, April 10, 1954 (=: 
W. A. GRANDY CO. 
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HANDBILLS went out to 2,600 residents of Mason City and 
the surrounding rural community. The billa were 12x18” 
on brightly colored paper. 
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AMONG THE DEALERS 





BOARD OF DIRECTORS of the Oklahoma Lumbermen’s Association which met 
recently in Oklahoma City to approve the group’s plans for a series of courses to 
train men and women for front office building materials merchandising. 


OLA Aims to Train Women for Front Office Sales Jobs 


Better consumer education in 
answering the public’s repair, re 
modeling and home building needs 
is the main item of the 1955 pro- 
gram outlined by the Oklahoma 
Lumbermen’s Association. 

Featured in this year’s educa 
tional schedule are courses de 
signed to train women for front 
office selling. These courses will 
be held at the University of Okla 
homa, Norman, February 14-18. 

There also will be a three-day 
and night short course set up to 
show yard personnel how to sell 
to the farm and ranch market 
from March 17-19 at Oklahoma 
A&M College, Stillwater. 


MODEL PICNIC TABLE, provided by 
the Heyer Sales Co., Milledgeville, IIl., 
has helped many dealers display picnk 
tables in a limited space on the count 
er. Here, Kenneth Senneff, of Senneff 
& Wey, retail lumber dealers, Chad 
wick, Ill., demonstrates the attention 
getting display which measures 18” 
long and 7” high. The Heyer frames 
come packaged in a carton and the 
dealer supplies the lumber. Senneff 
says women especially are attracted 
by the model. 
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From April 14-16, the associa- 
tion is sponsoring a three-day and 
night technical course in construc- 
tion cost estimating, blueprint 
reading and merchandising for the 
professional mechanic at Okla- 
homa A&M College. 

Dates for the 1955 convention 
and merchandising mart were set 
for the last week in October in the 
Municipal Auditorium, Oklahoma 
City, at the last board of directors 
meeting. 

The Oklahoma Lumbermen’s As- 
sociation completed 1954 with 445 
paid retail members, making the 
9-year-old organization one of the 
largest of its kind in the state. 


Watson Suceeds Gaither 
in Cameron Retail Div. 


Wm. Cameron & Co., Waco, Tex., 
announces the resignation and re- 
tirement of Roy Gaither, vice- 
president and member of the board 
of directors, ending his 46-year 
career in the firm’s retail division. 


Gaither 


Highly respected by the build- 
ing industry in the southwest, 
Gaither is a member of the board 
of directors of the Lumbermen’s 
Association of Texas and the Na- 
tional Retail Lumber Dealer’s 
Association. He has been active 
in the Southwestern Lumbermen’s 
Association and served a term as 
its president. 


New Spokane Firm Formed, 
Continues Soderberg Trade 


The formation of the Starry- 
Kelly Lumber Co., Inc., Spokane, 
was announced recently. The new 
firm will, in the near future, take 
over the business formerly done by 
the Carl Soderberg Lumber Co. 

The trustee, under the will of 
the deceased Carl E. Soderberg 
and his widow have decided to 
liquidate and dissolve the Soder- 
berg lumber firm. 

The Starry-Kelly company has 
been capitalized at $100,000 and 
will act as agents for lumber 
manufacturers. The Starry-Kelly 
officers, all of whom have been 
with the Soderberg firm for years, 
are: Walter E. Starry, president 
and general manager; H. J. Kelly, 
vice-president and assistant man- 
ager, and Gus Carlson, secretary 
and treasurer. 


EX-FBI MAN, Farle J. Moore, left, is 
welcomed to the staff of Steel City 
Lumber & Supply Co., (Bader Corp.), 
Gary, Ind., by assistant manager Ed- 
ward R. Heater. Moore worked in the 
Washington, Savannah, Charleston and 
Newark offices of the FBI. 


Ruby Lumber Scholarship 


Last Christmas, as it has done 
for the past several years, Ruby 
Lumber Co., Madisonville, Ky., 
deposited with trustees a sum of 
money to be used for scholarships. 
The object of the fund is to pro- 
vide deserving students from 
Hopkins and Webster counties 
with help in furthering their edu- 
cational efforts in college and has 
become known as the Ruby schol- 
arships. 


LUMBERMEN’S LOG 


Day & Frees Lumber Co., Superior, 
Wis., observed its diamond anniver- 
sary recently with an open house. The 
75-year-old firm received its first load 
of lumber in 1879 when it was estab- 
lished with G. 1. Day as manager. Dur- 
ing the past three-quarters of a cen- 
tury, the firm has had only three yard 
managers. Fred I. Day became man- 
ager in 1929 and continued in that po- 
sition till the present manager, George 
E. Day took over the reins. Day & 
Frees has played an important part in 
the development of Superior. 

Herb Haire, Minneapolis lumber- 
man, is devoting his attention to the 
Minnesota State bowling tournament 
which starts in March. Haire is treas- 
urer of the state bowling association. 
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For Hardware Week! 


Cash in with these 3 self-selling screen door selling 
kits, timed just right for Hardware Week. 


Features They Want... 
A Name They Trust... SARGENT! 


The Powerful Sargent Closer No. 2000. 

Adjustable for light and heavy screen and storm 
doors. Easy to apply to either right or left- 
hand doors, WITHOUT CHANGING PARTS. 
Large 1%” diameter tube gives 20% more 
checking capacity than usual 14” tube. Easily 
operated hold-open device opens up to 120 
degrees. Packed with both jamb and soffit 
brackets. Attractive design, beautiful brass finish. 


The All-New Sargent "'One-Bore” No. 2010... 
Easy, ‘Do-it-yourself’ application. No mortis- 
ing. Popular. Convenient. Push-Pull action. Posi- 
tive, “jiggle-proof” locking. Rustproof metal. 


The newly designed Bored-In Catch No. B5777. 
Easy toinstall. Top quality. Attractively designed 
in solid polished brass. Rugged forged brass 
handle. Tough drop-forged spindle. Stainless steel 
slide stop for positive “‘jiggle-proof’’ ‘locking. 


Get the free goods, the free attractive, sales- 
producing mounts, the free literature, the extra big 
profits. Call your supplier, or write us, Dept. 3A. 


SARGENT & COMPANY 
New York « NEW HAVEN, CONN. « Chicago 
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KIT No. 15-S. 


6 Screen PA es 
& Storm Door z ack 


Closers 

No. 2000. 

6 One-Bore 
Screen & Storm 
Door Catches 
No. 2010, 


FREE! 1 One-Bore Catch 


No. 2010 on attractive display. 
Consumer literature. Total retail value 
$36.83. Dealer cost—$21.07. 





KIT No. 16-S. 
12 
One-Bore 
Screen 
& Storm 
Door 
Catches 
No. 2010. 


FREES 


1 One-Bore Catch No. 2010 
on self-selling display. Consumer 
literature. Total retail value— 
$25.78. Dealer cost—$15.87. 


KIT No. 17-S. 
12 
Bored-In 
Screen 
& Storm 
Door 
Catches 
No. B5777. 


FREE! 


1 Bored-In Catch No. B5777 
on eye-catching display. 
Consumer literature. T'olal 
retail value—$30.40. Dealer 


coat —$18.70. 


(To obtain more data on advertised products see page 64) 
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EDWARD R. MURROW SELLS }; 
ALUMINUM SCREENING 


FOR YOU! 
tured on Edward R. Murrow’s 


Aluminum screening will be fea- 


“See It Now,” 
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Screening made of ALCOA Aluminum is produced by: 


Alabama Wire Company, inc. 
P. O. Box 562 
Florence, Alabama 
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Heilig Brothers Co., Inc 

York, Pennsylvania 

The C. O. Jelliff Mfg. Corporation 
122 Pequot Avenue 
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American Screen Products Company 
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807 Northwest 20th Street 
Miami 37, Florida 


American Wire Fabrics Corporation 


Colorado Fuel & Iron Corporation 
Mount Wolf, Pennsylvania 


Chase Brass & Copper Co. 
80 Lofayette St. 
New York 13, New York 


Clinton Wire Cloth Company of 
Clinton, lowe 


Southport, Connecticut 

Keystone Wire Cloth Co. 
Hanover, Pennsylvania 

New York Wire Cloth Company 
York, Pennsylvania 

Pacific Wire Products Company 
P. ©. Box 350 

Compton, California 
Pennwoven, Incorporated 

70 East 45th Street 





New York 17, New York 


Phifer Aluminum Screen Company 
Tuscaloosa, Alabama 











j 
e 1952 Seaman Street 
33 ‘ Clinton, lowa 
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‘today 











Cyclone Fence 

American Steel & Wire Division 
U. S. Steel Corporation 
Waukegan, Iilinois 


Dixie Screen & Wire Products, Inc. 


Florence, Alabama 


The Gilbert & Bennett Mfg. Co. 
600 Miller Avenue 
Georgetown, Connecticut 


Hanover Wire Cloth Division 
Continental Copper & Steel 


Spargo Wire Company, Inc. 

255 East Railroad Avenue 

Rome, New York 

Standard Wire Cloth & Screen Co 
York, Pennsylvania 

Whitehead Woven Wire Co., Inc. 
Snapping Shoals 

Covington, Georgia 

Wickwire Brothers, Inc. 
Wireworks Street 

Cortland, New York 


Industries, Inc. 
Hanover, Pennsylvania 


NBC-TV 


Wire Products, Inc, 
Hartwell, Georgia 


ee a Get this hard- selling 
mobile display 
for your store 


FREE! Needs no 
floor space! 


























3 
y 














WHAT A PACKAGE! 


The biggest promotion ever put 
behind aluminum screening in 
the history of the industry. 
Stock up. Order from your sup- 
plier now. Get set for record- 
breaking aluminum screening 
sales this spring! 
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FREE! COMPLETE KIT 
OF SALES HELPS! 


Mobile Display! 
"How to Re-Screen” Folders! 
Counter Card! 
Window Banner! 


ALCOA 
ALUMINUM 


ALUMINUM COMPANY OF AMERICA 
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MAIL THIS COUPON TODAY! 


ee ___ SE igiascceliayaatutanbiatieeds. 


ALUMINUM COMPANY OF AMERICA 

1950-A Alcoa Building, Pittsburgh 19, Pa 

Gentlemen: Please send me your free kit of aluminum screening sales helps 
the mobile, “How To Re-Screen” Folders, Counter Card and Window Banner 
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Name 
Store Name 
Address 
City 
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MY REGULAR SCREENING JOBBER IS, 
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MANUFACTURERS 


IN THE NEWS 





ENTERTAINMENT AREA away from the rest of the house is the purpose of 
Zenith Radio Corporation's “car port room.” One of the four settings designed for 
use in retall stores, this room shows how the conventional open frame car port 
roof can be glassed in to create an entertainment area for the small home. Back 


wall is finished in maple 


Bessler Stairways Offers 
Limited Time Price Cuts 


AKRON, O.—An extra 5% dis- 
count on Bessler disappearing 
stairways, offered for a limited 
time to recognized dealers in the 
building materials field, has been 
announced by C, C. Bessler, com- 
pany president. 

This discount was devised to 
take up the slack in sales during 
the off-season, and also as an in- 
centive for more outlets to stock 
and demonstrate this item. 

Bessler Co. originated the idea 
of the disappearing stairway 
more than 40 years ago and now 
more than a million units are in 
use in this country. 


NBDMA Elects Maylone 


R. R. Maylone, president, Salt- 
poe Supply Corp., Syracuse, 
N. Y., was elected president of the 
National Building Materia! Dis- 
tributors Association at their an- 
nual meeting in Chicago recently. 

In accepting the nomination as 
president, Maylone said that an 
active trade association of build- 
ing material distributors on a na- 
tional basis was imperative if the 
building material distributor is to 
survive in the highly competitive 
times ahead. 

Other officers elected were: 
C. A. Haag, Springfield Builders 
Supply Co., Springfield, IIl., vice- 
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yresident, and P. C. Buffum, 
Johnson Building Materials, Inc., 
Manchester, N. H., treasurer. 8. M. 
Van Kirk is general manager of 
the association, which has its ex- 
ecutive offices in Chicago. 


Warm Air Heating Group 
Elects Denges President 


The National Warm Air Heating 
and Air Conditioning Association 
at its annual meeting in Cleveland 
last month elected Gilbert W. 
Denges president. Denges, vice- 
president of the jobber sales divi- 
sion, Williamson Heater Co., has 
been with the Cleveland firm 28 
years. 

The National Warm Air Heating 
and Air Conditioning Association 
has a 40-year record of guiding 
and coordinating the manufactur- 
ers, distributors and dealers in its 
industry. It supports research and 


development programs which have 
been instrumental ‘a the steady 
growth of warm air heating and 
the recent rise in air conditioning. 


Building Boards _—* 
Bituminized-Fiber Pipe 


Orangeburg Mfg. Co., Inc., 
Orangeburg, N. J., manufacturer 
of bituminized-fiber drain and 
sewer pipe, announced last month 
that the Los Angeles Board of 
Building and Safety Commission- 
ers has approved the use of bitu- 
mized-fiber pipe and fittings for 
house sewer laterals throughout 
the city. 

Atlanta, Ga., recently amended 
its plumbing code to include this 
type pipe and sewer fittings for 
house-to-sewer connections. Other 
cities which have accepted the use 
of this type pipe are: New York, 
Knoxville, Detroit, Milwaukee, 
Dallas, Denver and Portland, Ore. 


Fiberglass Screen Maker 
Adopts New Tradename 


Soule Mill, New Bedford, Mass., 
one of the two major producers of 
last season’s hottest homeowner 
product, fiberglass screening, is 
launching its 1955 promotion 
under the new tradename “Soule” 
fiberglass screening. 


Dealers Snap Up Mats 


Evidence of lumber dealers’ in- 
terest in newspaper advertising 
mats was demonstrated recently 
when a reply card inserted in an 
issue of Masonitems brought re- 
quests for 2,852 mats. 

Masonitems is a company publi- 
cation of the Masonite Corp., and 
the excellent response for the ad- 
vertising mats has led to an an- 
nouncement of six additional mats. 


Bonifas Lumber Changes Name 


The name of William Bonifas 
Lumber Co., Neenah, Wis., manu- 
facturers and dealers in forest 
roducts, has been changed to 

imberly-Clark of Michigan, Inc. 

No merger or reorganization is 
involved. The firm continues in 
existence but under a different 
name. The ownership of its assets 
is unchanged and all contracts 
originally written under the old 
name continue in effect. 


Truck Fleet Speeds Oak Floor-Lock Deliveries 


A fleet of trucks operated by 
Hayes Brothers Flooring Co., Cal- 
ico Rock, Ark., makes it possible 
for the firm to make deliveries of 
Floor-Lock brand oak flooring 
within a 500-mile radius of their 
mill within 24 hours. 

Made from trees cut in the Ozark 
National Forest, the flooring has 
all the qualities of mountain- 
growth oak, a soft texture, uniform 


January 24, 


color and a beauty that increases 
with age—at an economical cost. 
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NEW CHEVROLET TRUCKS 


BUILD! 


engineered and designed 
with your profit in mind! 


Everything about these new Chevrolet trucks spells 
profit! Their low cost, their stamina and dependability, 
even their traditionally higher resale value! 


COST LESS TO BEGIN WITH 

That's right, Chevrolet brings you America’s lowest- 
priced line of trucks—so you save right from the start. 
The beauty of it is, you go right on saving! With the 
high compression ratio of Chevrolet's three great 
engines, you register more miles on the job for each 
tankful of gas. You can count on fast starts; easy 
pulling up steep grades. You stay on schedule and 
keep the profits coming in on time! 


COST LESS TO MAINTAIN 
That's because of the rugged strength and stamina 
engineered into every new Chevrolet truck. They stay 
on the job longer (actual owner reports prove it!), 
cutting your maintenance costs right to the bone. Look 
over the many advance-design features in the next 
column and you'll begin to see why. 

Your best bet is to talk trucks with your Chevrolet 
dealer. He'll tell you all you want to know about these 
Chevrolet profit-makers! . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


iG Proput MERCHA 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES —The “Jobmaster 261” 
engine* for extra heavy hauling. The ‘““Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. TRUCK HYDRA-MATIC TRANS- 
MISSION* — offered on 4-, %4- and 1-ton models. 
Heavy-Duty SYNCHRO-MESH TRANSMISSION — for 
fast, smooth shifting. DIAPHRAGM SPRING CLUTCH 
— positive-action engagement. HYPOID REAR AXLE 
—for longer life on all models, TORQUE-ACTION 
BRAKES —on all wheels on light- and medium-duty 
models. TWIN-ACTION REAR WHEEL BRAKES —on 
heavy-duty models, DUAL-SHOE PARKING BRAKE— 
greater holding ability on heavy-duty models, R1D8 
CONTROL SEAT*—eliminates back-rubbing. LARGE 
UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES 
—give trip-saving load space. COMPORTMASTER 
CAB — offers greater comfort, convenience and 
safety. PANORAMIC WINDSHIELD —for increased 
driver vision, WIDE-BASE WHEELS —for increased tire 
mileage. BALL-GEAR STEERING —easier, safer han- 
dling. ADVANCE-DESIGN STYLING—rugged, hand- 
some appearance. 

*Optional at extra cost, Ride Control Seat is available on 
pe Me EM, \ Jobmaiser 261°" engine co! of? 


models, truck ydra-Matic transmission on Yr, Vee and 
l-ton models, 
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ALL ABOUT WHOLESALERS 





PANEL MEMBERS DISCUSS PROBLEMS at 15th annual winter meeting of the 


Southern Sash & Door Jobbers Association in New Orleans. 


Left to right: J. W. 


Zuber, Zuber Lumber Co., Atlanta, Ga., W. Horace Woods, Geo. C. Vaughan & Sons, 


Houston, Tex.; W. A. 
port, La. 


Compton, 


Allen Millwork Manufacturing Corp., 


Shreve- 


Discount Houses Pose Threat 


Southern Sash & Door Jobbers discuss problems at 
winter meeting in New Orleans. 


The problem of discount houses 
in the wholesale building mate- 
rials field was discussed at the 
15th annual winter meeting of the 
Southern Sash and Door Jobbers 
Association in New Orleans, La., 
Nov. 30-Dec. 2. 


Some members reported that 
the discount houses are offering 
cut-rate prices to bring the cus- 
tomers in. Since these houses are 
unable to offer the services of 
legitimate dealers, the problem is 
not too critical in most areas. 


However, the opinion was voiced 
that if this problem does become 
critical, it will be necessary to 
meet these houses on their own 
service level. 

Discount houses accept no re- 
turn goods, do business only for 
cash and make the customer load 
his own materials, members re- 
ported. They operate on 5-7% 
gross sales. 

Information about new products 
should be passed along promptly 
to all members, even if it doesn’t 
effect their territory, J. W. Zuber 
told members in a panel discus- 
sion. Others on the panel were 
H. Horace Woods and A. 
Compton. Mr. Compton said the 
revised commercial standard on 
fir plywood, now set at 18% mois- 
ture content, is a definite improve- 
ment. It was announced that the 
proposed commercial standard on 
flush doors has been sent out by the 
Department of Commerce. James F. 
Fowler of the Fir Door Institute 
said that his organization had re- 
vised all its literature, which is 
now being distributed to retail 
lumber dealers. 

The three-day program included 
a wide variety of social activities. 
Clayton Rand, Mississippi editor, 
was the guest speaker at the 
luncheon. He advised members 
that the United States was enter- 
ing the severest period of competi- 
tion in its history. 











WHITE FIR 


Trade Mark 








PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 
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classified 
advertising ... 


. . is the quick, economical way to find what 
you’ re looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. 


and it's a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 


business for sale! Bvery other 
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For the sash you make or buy: 


Use “PENNVERNON’:. . 


not just “window glass’ 





in 


Pennuernon 
| Window Grass 


TaN 


A 


“ 


rm ’ 
tj A —“_ 
= s 
» 
—_— 
a 
oh J 4 , ¢ ‘ ip 


rYAKE ADVANTAGE of this wide spread acceptance of 
Pennvernon Window Glass by using it exclusively in 
the sash you make or buy. And be sure that the Pennvernon 
label appears on every light of glass in every window sash 
you sell. That way your customers will be sure that you are 
selling “Pennvernon”—not just “window glass.” 
Pennvernon’s clarity and fine finish, its clear, non-fading 
color and its remarkable freedom from distorting defects 


all contribute to its reputation as “window glass at its best.” 


Pennvernon Wi 


PAINTS + GLASS CHEMICALS 


PITTSBURGH 


BRUSHES 


rPitiarzs 


3 


And to help you get your share of Pennvernon Window 
Glass Sales, Pittsburgh Plate Glass Company has made 
available to lumber and building supply dealers a variety 
of point-of-sale merchandising helps. These are all designed 
to keep the name “Pennvernon” foremost with your cus 
tomers and to remind them that you are headquarters for 
Pennvernon Window Glass. For more information, see your 
jobber, or write Pittsburgh Plate Glass Company, Room 
5160, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 


w Glass 


PLASTICS FIBER GLASS 


oe COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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THE LUMBER MARKET 


Cautious Optimism 
From Tacoma Mills 


TACOMA Cautious 
appears to be the predominant 
characteristic of the lumber in- 
dustry generally in this area. 

“The progress hoped for in 1954 
was seriously affected by the pro- 
longed strike in the lumber and 
plywood industries,” a Weyer- 
haeuser Timber Company spokes- 
man said. 

“Fortunately, the high level of 
housing started in the latter part 
of the year had a beneficial effect 
on the industry generally, result- 
ing in improved operations in the 
fourth quarter. If we can look 
forward to 1955 as a year without 
work stoppages, the expected level 
of general economic activity and 
rate of housing starts should make 
the new year one of opportunity 
and progress.” 

Former employes of the Mon- 
arch Door & Manufacturing Co. 
announced that they have pur- 
chased the company’s plant and 
equipment for a reported $138,000 
and expect to resume plant opera- 
tions shortly. The firm will be 
known as West Coast Door, Inc., 
and will operate as a cooperative. 

Announcement also was made 
that the Lacey Veneer Co. has 
taken over facilities formerly op- 
erated by Resinweld Plywood, 
which went out of business last 
year. The new firm expects to 
start operating late in January, 
limiting initial production to 
sheathing grade plywood. 


optimism 


Steady Prices, Demand 

In Seattle Region 
SEATTLE 

ing the strength of the fir market 


are current. One holds that prices 
are firm and the other that dimen- 


Two views regard- 


sion is advancing. The overall 
lumber picture is one of steady 
prices and a better demand than 
one would expect for this time of 
year. Much of the demand is for 
lumber which would have been 
purchased last fall but was not 
due to the strike. Plywood has a 
big order file. Prices are pegged 
at $85. 

Pines and spruce enjoy a good 
demand. Shingles continue scarce 
and prices are firm. British Co- 
lumbia is oversold on most shingle 
items. Cedar siding mills have 
good order files running into 
March. Dry hemlock dimension is 
firmer. 

Log input due to favorable 
weather has been heavy and the 
next inventory is expected to show 
gains. High altitude camps shut 
down December 15. Mill shut- 
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downs were norma! for the holiday 
period but some shingle mills are 
still down. Post-Christmas busi- 
ness in Seattle is good and augurs 
well for lumber. 

Australia and South Africa are 
active in the export market. Lum- 
ber has advanced to $82. Some 
government orders for Korea are 
coming up. 

AFL unions have approved the 
T\o¢ an hour wage increase pro- 
posed by the governor’s panel 
which recently issued a report on 
last summer’s strike. Some half- 
dozen south Oregon mills have 
accepted the panel’s decision. The 
CIO having agreed only employer 
compliance is needed for the new 
contract to run from January Il, 
1955 to April 1, 1956 to become 
effective. 


Northern California 
Sees Big Year Ahead 


SAN FRANCISCO—The north- 
ern California lumber market, 
emerging from a period of holiday 
quietness, started the new year 
with confidence that it will sur- 
pass the year just ended. 

This confidence is backed by 
relative stability in union-manage- 
ment relations, a high volume of 
orders on hand, a good backlog of 
supply with which to meet those 
orders, and a continuing “boom” 
all the way along the line from 
mill to retailer. 

Prices for almost all grades and 
all types remain firm and high and 
some spokesmen predict the possi- 
bility of a general up-trend in 
prices. No one anticipates prices 
will fall. 

The market itself is relatively 
“quiet” at the moment due to the 
taking of year-end inventories 
preparatory to the determination 
of taxes upon inventories. 

Greatest activity is in fir 2x4 
#2 and better and in siding. 


Record Volume 
At Kansas City 


KANSAS CITY — Lumber busi- 
ness in the southwest at the start 
of 1955 is good and mills and re- 
tailers report the most active pe- 
riod for any early January in 
several years. The widespread ac- 
tivity in housing starts and more 
favorable reports from the trade 
that building would continue at a 
fast tempo for the rest of the year, 
have heartened lumber interests. 
Shortages of key stocks are crop- 
ping up throughout the district 
and in several instances mills 
have advanced prices. 

Combined with the strong de- 
mand for all grades and species 


January 


there was a cutback in production 
in early January due to the incle- 
ment weather. Rains and severe 
cold hampered output and ship- 
ments. Mills have smaller stocks 
than last year, generally running 
about 10%. Much of the inventory 
is not in shipping condition as it 
now takes about 30 days longer for 
stocks to dry in the open than in 
the summer time. 

Reports from mills in the south- 
west show that No. 2, 1 by 8 ship- 
lap, which was bringing $85 late 
in December is commanding $87 
generally, while 1 by 6’s have gone 
from $80 to $82. 

There is an acute shortage of 
16’ lengths of 2 by 4’s, which are 
bringing $85. Even the finish mar- 
ket, which hasn’t been very strong 
for months, is firming with mills 
feeling “proud” of their stocks 
at $150. 

Still, there is little anticipatory 
buying on the part of retailers. 
The bulk of the business placed 
with mills is for prompt shipment, 
and mills are not able to accom- 
modate retailers. 


Lumber Nationally 


Lumber shipments of 505 mills 
reporting to the National Lumber 
Trade Barometer were 20.9% 
above production for the week 
ending January 1, 1955. In the 
same week new orders of these 
mills were 34.3% above produc- 
tion. Unfilled orders of the report- 
ing mills amounted to 42% of 
stocks. For the reporting softwood 
mills unfilled orders were equiva- 
lent to 24 days’ production at the 
current rate, and gross stocks 
were equivalent to 53 days’ pro- 
duction. 

For the year-to-date, shipments 
of reporting identical mills were 
1.1% above production; new or- 
ders were 2.3% above production. 


Western Pine 


The January 1 report of the 
Western Pine Association gave 
orders as 75,920,000 feet, ship- 
ments as 56,978,000 feet and pro- 
duction as 45,928,000 feet. Ship- 
ments were 24.1% and orders were 
65.3% above production for the 
week. Orders were 33.2% or 18,- 
942,000 feet above shipments. The 
accepted order file increased 8.1% 
or 5,710,000 feet. 


Southern Pine 


The January 1 report of the 
Southern Pine Association gave 
orders as 14,586,000 feet, ship- 
ments as 14,125,000 feet and pro- 
duction as 16,308,000 feet. Ship- 
ments were 13.3% and orders were 
10.5% below production for the 
week. Orders were 3.2% above 
shipments. There was a slight in- 
crease in the orders on hand, 461,- 
000 feet or 1.5%. 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today thé mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods. 


*+Holt Hardwood Co. . . . . «e+ + Oconto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone, Parquetry types; all types Heavy Duty Flooring. 


*+J, W. Wells Lumber Co, . . . . « Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 


Custom kiln drying. Upper a Na Maple and Birch lumber, 
rough. 


Edward Hines LumberCo, . . . « « « « Chicago, Ill, 
Mill at Bergland, Michigan 
Sales Office—77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


*Boehm-Madisen Lumber Co. . . . . Milwaukee 3, Wis, 


Mill: Lake Linden, Mich. Mirs. Hardwoods. L.C.L. shipments kiln 
dried hardwoods from stock at Thiensville, Wis. 


Cadillac-Soo Lumber Co. . . . « Sault Ste, Marie, Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock. White Pine. 
Modern Dry Kilns. Facilities for Surfacing, Resawing, etc. 


*Copeland LumberGo, . . . « « « « » Chicago, Ill, 


Mills — Marquette and Cusino, Michigan 
Sales Office — CHICAGO — 135 S. La Salle St. 
Hardwoods, White Pine and Hemlock. 


+tMember Maple Flooring Mfrs. Assn. 


*C. M. Christiansen Co. . . . » « «~~ Phelps, Wis, 


An outstanding Wisconsin lumber manufacturer — Hardwood, White 
Pine, Hemlock and Cedar Products. 


“Kimberly-Clark of Michigan, Inc. . . Smee Neenah, Wis. 
Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


“Goodman Lumber Company . . . . « Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Michigan Pole & Tie Co. . . . « « Newberry, Mich, 


Northern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill. 
working Facilities. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich. Ironwood, Mich. 


Roddis Lbr. &6 Veneer Co., Lid. Sault Ste. Marie, Ontario, Can. 
Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Fig. Hdwd. Ven'r'd Doors. Plywd. Modern Dry Kiln facilities. 


*+Ahonen LumberCo, . « « » » « «+ ‘ronwood, Mich, 


Northern Hardwoods, Hemlock, White Pine, Spruce. Planing Mill 
—Modern Dry Kilns. “AAA” brand MPMA tdwood Plooring. 
Hardwood and Softwood Pallets. 


Member Northern Hemlock & Hardwood Mfrs, Asan. 
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Lumber Prices at Press-Time REDWOOD 


Siding 
V.G. 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 
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DOUGLAS FIR WESTERN PINES re 


v lent Grain Wieerin Ponderosa Pine Note \ giade YV.G. Kedwuod Siding 
a "BaBer Cc D 5/4 RW $5.00 less for %. % and & in above 
1x4 160.00 f Selects and sizes. 

» “yd ee llaiaiiaas . $2 or 48 1/4 RW 6/4 RW 8/4 RW 

lat Grain Flooring C&Btr 260.00 265.00 270.00 
ix4 rrr err .145.00 140.00 90, Shop, 525 - ‘ 1x10 V.G. Clear All Heart 
Se “sdercserccceRanee panes 5/4 No.1 Bry A 1x12 V.G. Clear All Heart 3 

Drop Siding 6/4 ibe fiat 4200 110.00 Note: Deduct $16.00 for A Grade. 
ix6 (Pat. #106) , 155.00 y Commons, $2 or 48 Finish 
1x6 (Pat. #116) ‘ 166.00 B&éBtr N No. 4 

ix 8 RL ....110.00 y 60.00 ix 4 Clear Heart S48 

Cetling — 1x12 RL ....122.00 ) 58.00 = ° Siear pene ae 

x4 oese , x Jlear Heart S48.... 
bE? bas . 110.00 idaho White Pine 1x10 Clear Heart 848 
Sel s2 48 
puidite enmette ane , . epalneanhenel ES oe are 1x12 Clear Heart S48 
e 
cei emes: a C&Bir, RL .270.00 270.00 270.00 275.00 me PGA 
No. 1 ......,67,00 78.00 68.00 l 230.00 230.00 230.00 245.0 — 
No 66.00 64.00 Commons, 52 or 45 


No 67.00 67.00 el, Tel fe WESTERN HEMLOCK 


ixl2 ...........186.00 1651.00 100.00 Vertical Grain Fleosing 

12’ d 16’ Sugar Pine Selecta 82 a“ aw anew c D 
2x 4 76.00 78.00 4/4 RW 56/4 /4 ’ 
2x 6 16.00 s 716.00 7 B&Btr. RL. . 266.00 280.00 285.00 1x4 .. 50.00 145.00 90.00 
2x 8 177.00 74.00 CR 260.00 276.00 280.00 
2x10 76.00 76.00 230.00 245.00 245.00 


2x12 76.00 73.00 136.00 130.00 $5.00 
‘ No. 1 No. 2 No. 3 160.00 155.00 105.00 
No. 3 Dimension : F 152.00 122.00 80.00 
y 73.00 78.00 76.00 7% y 162.00 122.00 Drop Siding 
72.00 75.00 71.00 7 : 


74.00 73.00 171.00 ene Fy NS SRT 1x6 (Pat 2#1)06.150.00 5. 100.00 
72.00 74.00 72.00 ‘ 1x6 (Pat. #116).150.00 . 95.00 
12:00 70.00 70.00 ? OAK FLOORING Celling 
Ne. S Dimension Clear Pin #x2\% x1% x2 eo ; 75.00 
White 190.00 160.00 172.00 120.00 
Red 193.00 167.00 


Sel Plain a Shiplap and 
12 White 180.00 148.0 y ry) 1x8 
(Add $15.00 for dry lumber ) Red 185.00 152.0 , A No. 76.00 
ne diab . #1 Com, No. , 69.00 
White 163.00 136.00 No. t 52.00 


: RED CEDAR SHINGLES Red 166.00 138 : 135.00 


#2 € No. 1 Dimension 
2 Com, 9 ’ ’ 
eae ‘ : Pin. White 12 14 16 
a4 4/8 = 15.00-16.25 & Red 105.00 75.00 5.00 65.00 2x 78.00 78.00 78.00 
24° /2 8.60- 9 , 2x 6 78.00 78.00 78.00 
No. 3 24° 4/2 4.00- 4,26 21 Com, & ; 78.00 00 78.00 
Pertections itr, Shorts 78.00) 00 8 00 


1%’ 125.00 90.00 90.00 76.00 ) 78.00 00 00 
No 18” 5/2% 11.75 
No 


18” = 6/24 7.00~ 7.25 a —_——__—_—_—_—_—_—— Dimens 
No 18” 5/24 
AXXX 


win SOUTHERN PINE 2x 4 70.00 7 
No 16” 5/2 25 Vertical Grain Flooring 2x s 7 
No 16" 5/2 B&Btr Cc D 2x10 i u 
No 16” ) ix4 Heart ......250.00 235.00 200.00 2x12 71.00 7 


Anane Siding 





0.00 
2.00 
3.00 
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cto yt Seo 
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: ' Fiat Grain Flooring No. 3 Dimension R/L 
WESTERN RED CEDAR peered 175.00 165.00 126.00 ax 8 
2x10 
2x12 


Vrices for Western Hed cedar siding 
in mixed curs, new bundling, / to 14 Drop siding - 
are: 1x6 #106. .«. 191,00 170 00 140.00 
Heveted siding, %& Inch Ané ite BOR.O9 F10.00 140.00 
Clear he es Hoards & Shiplap 
‘~ by $ inen-.- - 899.80 95.00 50.00 1x6 1x8 1x10 1x12 
”y inch.... 80.00 7.00 50 01 No. 1 (D 
t by 6 inch....116.00 110.00 95.00 Grade) 140.00 140.00 145.00 178.00 ENGELMANN SPRUCE 
y 8 inch....146.00 135.00 96.00 No. 2 85.00 90.00 87.00 98.00 
Clear Bungalow Siding, % tnch No, 3 70.00 78.00 75.00 75.00 a a ee vee 
inch 176.00 170.00 140.00 1x6 «61x88 «61x10 = =«(Axl2 
19 Inch .......200-205 195.00 165.00 “* * Dimenaton tense) ‘ie No. 24&Btr. 100.00 105.00 103.00 106.00 
neh 200-205 175.00 166.00 4 102.00 102.00 105.00 r 120.00 No. 3&Btr. 69.00 71.00 70.00 71.00 
Finteh, B and Dtr, 82 oF 458, 6 103.00 107.00 105.00 5 120.00 
@ to 1W of Roug 2x 8 103.00 103.00 101.00 116.00 No. | Dimension (nir dried) 
ix & swore .. 236.00 x10 116.00 116.00 116.00 ( 134.00 ° 16’ 
eae > «++ «246.00 2x12 132.00 182.00 132.00 ! 147.00 ’ 76.00 
375.00 Ne. 2 Dimension (Dense) . F 76 +4 
4 94.00 94.00 97.00 107.00 112 76.00 
6 91.00 94.00 91.00 101.09 106 76.00 
8 94.00 92.00 89.00 99.00 104 
0 95.00 99.00 95.00 110.00 115 
91.00 91.00 91.00 115.00 
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Cetlteg of Fleertag, B and er. 
a to 1 of Longer 
B& Ber c D 
136.0@ 125.00 100.00 
1356.00 126.00 100.00 
» -ount o , 4 
a. ta t on mouldings, 6 to 20’ odd No. 8 K/L Onty 


series 8,000 : 
Listing under 4.06-—list plus 35% ‘ 70.00 
[Aeting 4.90 and over—list plus %4% ; 


: - Mille are now grading boards 
Clear Lattice, 6/17 « 1%°—3 to 1” ad 


and 3 common. Mills do not grade out 
100 lin ft 1.60 All prices baced on kiln dried stock No. 3 dimension as in fir 
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USABLE 
THICKNESS 


Mp, O CYCLEBOND 


USABLE 


RIVETED 





More usable thickness. 
Dodge truck Cyclebond 
brake linings can be used 
virtually through their full 
thickness. This gives the 
linings many thousands of 
miles of added life. Riveted 
linings should be worn only 
to rivet heads. 





More usable surface. 
Every square inch of Cycle- 
bond lining area is braking 
surface. Riveted linings, be- 
cause of rivet holes and 
mitered ends, have up to 
10% less braking surface. 


CYCLEBOND RIVETED 


caigag 


eee 
All BRAKING | MUCH "LOST" 
SURFACE i SURFACE 








MAXIMUM THICKNESS 
Lowe 
DENSITY ae «eree = 


% 


LESS 
THICKNESS 
GREATER 
DENSITY 











Tapered for easy stops. 
Cyclebond lining is more 
tightly compressed at ends, 
gives a gradual taper. Thick 
center of lining makes first 
contact...increased pressure 
brings the ends into contact. 
Braking is smooth, even. 


you go more miles 
before relining with 
Dodge truck brakes! 


You can be sure of lower brake maintenance, more miles 


before relining, with Dodge truck brakes and famous 
Dodge truck Cyclebond linings. And that’s in addition to 
the quick, positive stops, the smooth action, for which 
Dodge truck brakes are famous. 

Long-lasting, reliable brakes are just one example of 
the extra-value engineering that means more for your 
money when you buy . . . more money saved over the life of 
your truck. Get the facts on how extra-value engineering 
saves you money; see your dependable Dodge Truck dealer. 





DODGE !ékuic TRUCKS 


PRODUCT OF CHRYSLER CORPORATION 
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A single compact electrical unit that 
will provide both hot and cold running 
water under pressure will be known 
as the Rapidayton Hot’n Cold jet 
water system. The unit consists of a 
“% hp capacitor motor, four-gallon 
pressure tank for cold water and a 
12-gallon hot water heater with ad- 
justable thermostat. Dayton Pump & 
Mfg. Co., Dept. AL, 500 N. Webster 
St., Dayton 1, Ohio. 


Por more data circle No. 1 on coupon, p. 64 


Cylinder Key Lock 

One-piece assembly simplifies instal 
lation of this aluminum screen and 
combination storm door cylinder key 
lock. Adjustable for metal and wood 
doors %" to 1%” thick. Silent, spring 
action strike. Also available in plain 
lock (without key). Solid aluminum 
or brass finish in both styles. National 
Hardware Corp., Dept. AL, Ozone 
Park, N. Y. 


For more data circle No, 2 on coupon, p. 64 


Sta-Tite Steel Bridging 

This mounted sample of two pieces 
of Sta-Tite Steel Bridging is used for 
display purposes to present the prod- 
uct to prospective users, Samples of 
this compression type bridging, with 
flanged-grips and ample bearing sur- 
faces, are furnished gratis to jobbers 
or dealers on request. Sta-Tite, Inc., 
Dept. AL, 4020 N. Port Washington 
Ave., Milwaukee 12, Wis. 


For more data circle No. 3 on coupen, p. 64 
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All-Purpose Fan 

Berns Air King all-purpose fans are 
the newest addition to the firm’s 1955 
line. The complete all-purpose line in- 
cludes 14”, 20” and 22” models. 
Among other advantages, the 14-in. 
model is designed for use in casement 
windows as either a single or two-fan 
installation through the use of avail- 
able locking clips. All 20” and 22” 
models come complete with sliding 
side panels which can be permanently 
installed in the window. Berns Mfg. 
Co., Dept. AL, 59-03 54th St., Mas- 
peth 78, N. Y. 


For more data circle No. 4 on coupon, p. 64 


Water Softeners 

The F & W Miracle Crusader water 
softener is made in four sizes from 350 
to 800 gph flow rate in both manual 
and automatic regeneration. Capacity 
ranges from 36,000 grains to 130,000 
grains. This softener is made in one 
complete unit of ten gauge copper 
bearing steel, galvanized inside and 
out and finished in non-yellowing 
enamel. Flint & Walling Mfg. Co., 
Dept. AL, Kendallville, Ind. 


For more data circle No. 5 on coupon, p. 64 


Aluminum Awning Window 


Vento, manufacturers of the Cham- 
pion line of casement, basement, com- 
mercial and utility steel windows, an- 
nounces its entry into the aluminum 
window business. The company’s first 
product in this field is the Vento au 
tomatic locking aluminum awning win- 
dow. Nylon roller blocks at all fric- 
tion points permit finger-tip cperation, 
announces the manufacturer. Vento 
Steel Products Co., Inc., Dept. AL, 249 
Colorado St., Buffalo 15, N. Y. 


For more data circle No. 6 on coupon, p. 64 
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Ceiling Jack 

A lightweight, portable ceiling jack 
(Gyp-C-Jak) that quickly and easily 
positions and holds ceiling panels to 
allow one-man installation has been 
announced by Waco Manufacturing 
Co. The jack consists of two sections 
of telescoping steel tubing, vertically 
adjustable by an elevating wheel. The 
top consists of four fingers of curved, 
flexible steel, which firmly hold large 
ceiling panels in place. The jack rolls 
on four angled wheels which assure 
ease of movement and stability. Made 
by the Wooddale Products Div., Waco 
Manufacturing Co., Dept. AL, 3555 
Wooddale Ave., Minneapolis, Minn. 


For more data circle No. 7 on coupon, p. 64 


New Dehumidifier 

A new dehumidifier, the Moisture- 
Master, model H-4A, uses the West- 
inghouse air drying coil of bare cop- 
per. Model H-4A is capable of remov 
ing three gallons of water from 10,000 
cubic feet of enclosed space every 24 
hours. Styled in desert gray color, the 
new dehumidifier is mounted on easy 
rolling casters for mobility. Electric 
Appliance Div., Westinghouse Elec- 
tric Corp., Dept. AL, 246 E. Fourth 
St., Mansfield, Ohio. 


For more data circle No. 8 on coupon, p. 64 


New Homasote Boards 

Homasote insulating-building boards 
are now available in new sizes, thick- 
nesses and densities to meet every re- 
quirement for the sheathing of roofs, 
sidewalls and floors, for exterior fin- 
ish, for interior finish of walls and ceil- 
ings and other uses. In every form, 
Homasote is weatherproof and crack- 
proof, announces the manufacturer. 
Homasote Co., Dept, AL-A19, Trenton 
3, N. J. 

For more data circle No. 9 on coupon, p. 64 
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why miss the big market for screens 


when 


HOMESHIELD 


Easy-to-Make SCREEN KITS Nom tel 142ml haa bhiel 87 


PROBLEMS — 
No n 

meet 90% of your customers needs with just 4 sizes. . . spe 

and 5 sizes cover them all! me 


NEARLY EVERY HOME-OWNER is a prospect for replacement screens 
—and these Homeshield ALUMINUM Screen Kits make it easy for 
customers to buy screens and put 
“em together — and easy and profit- 
able for you to handle and sell ‘em! 


These sales features save 
home-owners money and 
maintenance: 


e Sturdy full-frames of ALUMI- 
ADVERTISED IN 
NUM—never need painting ove 


¢ Durable FIBERGLAS screening 
won't stain, stretch, shrink or burn 
¢ Anyone can make ‘em in minutes 


—only 5 simple steps 
¢ Slim, trim frames make windows 


sparkle with new beauty ! q © ‘ Wr i ‘ 
» 


POWERFULLY ADVERTISED 
in LIFE, SATURDAY 
EVENING POST, POPU- 
LAR MECHANICS and othe: 


ma P4alslod pre é ‘ale! tre 


tr 


JOBBERS! DEALERS! 

This is a tested and proven new product offered by 
the makers of famous quality HAR-VEY HARD- 
WARE. Write or wire today for all the profit- 
building facts! Address Dept. LK 


AMERICAN SCREEN PRODUCTS COMPANY 


World's Largest Manufacturers of Aluminum Frame Screens, and makers of famous quality Har-Vey Hardware 
GENERAL OFFICES: 807 N.W. 20th St., Miami, Florida 
Southwestern Division: 3515 W. Dallas St., Houston, Texas Western Division: No. Temple City Bivd., El Monte, California 
Metal Screen Division: 278 N.W. 27th St., Miami, Florida Midwestern Division: 505 W. Harrison, Plymouth, indiana 
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NEW PRODUCTS 


(begins on page 48) 


> ; j 
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New Screw-Shield; Roof Nail 

The new E. G. Fitsall screw shield 
performs in wallboards or plastered 
walls from % to % inches thick and 
automatically adjusts itself to screws 
from % to % inches in diameter. The 
manufacturer is also announcing its 
new E. G. Roof-Loc Nails designed 
for ony Repstensen and spreading 
action. E. G. Building Fasteners Corp., 
Dept. AL, Room 1133, 101 Park Ave., 
New York 17, N. Y. 


Vor more data cirele No. 10 on coupon, p. 64 
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Flexible Plastic Pipe 


Crescent Plastics, Inc., announces 
that its Cresline flexible plastic pipe 
is made to specifications of the Ther 
moplastic Pipe Division of the Society 
of the Plastics Industry. A mobile 
salesmaker, a sales-speeding display 
dispenser and one plastic pipe that is 
measured and marked at one and 10’ 
intervals are offered to Cresline dis- 
tributors or dealers. Crescent Plastics, 
Inc., Dept. AL, Dept. L-5, 955 Diamond 
Ave., Evansville 7, Ind. 


Vor more data circle No, 11 on coupon, p. 64 


ANCO 


Material Handling Truck 














For Bagged Goods, 
Shingles, Lath, 
Case Goods 


Dealers Price 


$54.50 


For prompt delivery 
order today— 


* for any reason 
whatever you are not 
satisfied after 

day trial, return the 
truck(s) and we will 
credit your account 
with the amount 
charged. 


Pian for pallets 
furnished 


TILT TRUCK up on to nose 
plate wheels for runnin 
or out beneath the pallets. A 
light pull on handles will tilt 
up to 1000 Ibs., loads into per- 
fect-balance rolling position 


Masonry Paint 


The new product, a polyvinyl acetate 
fornulation, will be known as Cement- 
hide rubberized masonry paint. It is 
said to possess the same easy, no drag, 
quick-dry application properties as 
latex emulsion interior finishes. It may 
be applied by brush, roller coater or 
spray. No primer or sealer is required. 
Cementhide rubberized masonry paint 
will be available in eight colors and 
white. Pittsburgh Plate Glass Co., 
Dept. AL, 632 Fort Duquesne Blvd., 
Pittsburgh 22, Penna. 


For more data circle No, 12 on coupon, p. 64 


Pictabs 


Pictabs, claims House of Morrow, is 
the newest and best way to stop pic- 
tures from tilting. They also keep 
dust from collecting behind them. No 
tools needed .. . just stick self-adher- 
ing Pictabs behind the lower edges of 
any size frame or mirror. The spongy 


foam rubber grips the wall. Applied 
to the bottoms of lamps and ash trays, 
Pictabs prevent scratchy bases from 
marring fine surfaces. House of Mor- 
row, Dept. AL, Dept. P4, Box 117, 
Wilmette, II. 


For more data circle No. 13 on coupon, p. 64 


All-Glide Equipment 


Allmetal Weatherstrip Co. is intro- 
ducing its All-Glide equipment for re- 
movable horizontal sliding windows. 
Sash glide easily on round-top tracks; 
flexible bronze pressure strip at head 
is good weatherstrip and permits easy 
sash removal. This equipment, an- 
nounces the manufacturer, permits the 
use of stock windows which eliminates 
the necessity of having special mill 
work. Allmetal Weatherstrip Co., Dept. 
AL, 2243 North Knox Ave., Chicago 
39, Tl. 


For more data circle No. 14 on coupon, p. 64 





Choose from 
11 different 
styles of 


under 





ANTHONY TRUCK CO. 
Paducah, Ky. 


with half the effort 
Firm 

Address 

City 

By 





Send price and \iterature that shows how we can un 
load and load our cars and trucks in half the time 


Mail 
coupon 

for details 
of FREE 
TRIAL 
OFFER 
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The Ultimate in Redwood Furniture 
for the Discriminating . . . 


Barbecue Sets 


BARBECUE SETS plus the most 
complete line of fine casual red 
wood furniture for indoor or out- 
door use 


Also a complete line of Trellises, 
Pergolas, plant boxes, urns, bird 


houses, fencing! Now shipped in 


cartons 
Write for catalogs 
and price lists 


FOB Michigan, Minnesota, Wisconsin 


14—100, 14—105, 17—100 Merchandise 
Mart 
Chicago 54, lilinois 
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Portable Screen House 


A complete line of all aluminum 
portable screen houses are available 
in three styles, the Grand Patio house, 
a square three-sided structure; the 
Lawn Screen house, a square, free- 
standing structure with a pyramid 
type roof; and the Carousel Screen 
House, a 10-sided, pyramid roofed, 
free-standing screen house with 72 
square feet of space. Constructed of 
aluminum, with a weather and mildew 
proof, vinyl treated, canvas top. Grand 
Sheet Metal Products Co., Dept. AL, 
Merchandise Mart, Chicago 54, III. 


For more data circle No. 15 on coupon, p. 64 


Extendo Bar 


Made by the Hall-Mack Co., Ex- 
tendo-Bar provides extra space to 
hang stockings, lingerie and extra 
guest towels. When the knobs are 
pulled at each end of a conventional- 
looking towel bar, two rods appear 
which practically double the bar’s 


original length. It is available in 18, 
24 and 30-inch lengths. Hall-Mack 
Co., Dept. AL, 1344 West Washing- 
ton Blvd., Los Angeles, Calif. 


For more data circle No. 16 on coupon, p. 64 


Home Air Conditioner 


The new Mitchell air conditioner in- 
cludes a powerful hermetically sealed 
compressor with hydraulic expanding 
evaporator tubes for greater heating 
transfer. A water-cooled condenser of 
the latest design, provides high effi- 
ciency at minimum water costs. The 
entire unit is compact, measuring only 
22” x 20” x 62” and includes a power- 
ful blower wheel, fan, and plenum 
chamber. Mitchell Manufacturing Co., 
Dept. AL, 2525 Clybourn Ave. Chicago, 
Ill. 


For more data circle No. 17 on coupon, p. 64 


Fire Extinguisher 


A new, pressure-operated, dry 
chemical portable fire extinguisher 
has been announced by Walter Kidde 
& Co. The unit answers the need for 
a small, dry chemical unit which can 
be recharged easily in the field. It is 
available nadheaiie through Kidde 
distributors. The design of the porta- 
ble permits it to be serviced follow- 
ing discharge 7 simply pouring five 
pounds of dry chemical into the pow- 
der chamber and, with the aid of a 
gas station or factory air line, charg- 
ing the unit with 150 pounds of com- 
pressed air. The portable weighs only 
ten pounds fully loaded, stands 15” 
high, and is 4% ins. in diameter. 
Walter Kidde & Co., Dept. AL, 40 East 
34th St., New York 16, N. Y. 


For more data circle No, 18 on coupon, p. 64 
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More Dealers Than Ever 
Are Now Reading 
American Lumberman 








Waster Rules Sell Themselves... 
When You Use Ae 


MASTER 


Because we know that counter, and 
wall space are at a premium in your 
place of business. Master has de- 
signed an ingenious self service dis- 
play which: 

|. Displays a complete line of 
quality wood rules and steel 
tapes in a minimum space. 

2. Stand it on the counter, hang 
it on the wall, swing it on 
hinges. . it will go anywhere. 

3. New blister pack. .. . Be- 
cause your customer can see the 
entire rule without opening the 
package, rules stay bright and 
factory fresh . Each card 

- ack tells the story of rule it 
ouses, does its own selling job. 


4. When you offer a Master Rule your customers know they are 
getting the best. 


Drop us a line today for complete details on the Master line of 
fine rules, and the attractive “Master Merchant Display.” 


Extra peckaging materials are packaged with each board, so that 
you can repackage any packages opened by a customer. 


el ast tor 8 BA 
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NO OTHER ROLLER 


PAINTS 
ROUGH 
SURFACES 


like the Sennen —— 


NS 


"Bulldozer" 


The ARSCO “Bulldozer” 
reaches into deep crevices of 
extra-rough textured surfaces 
and covers with amazing 
smoothness. 7” or 9" wide. 


mim MAIL THIS SPECIAL ORDER FORM TODAY mam mam 


gre AMERICAN, Inc., 3308 Edson Ave., New York 69, N. Y ' 
SHIP PREPAID 
with this 





JOB PROVEN 


cuts costs up to 40% 


LIST EACH YOUR COST ea. 
1 


Bulldozers 


Name_ 
Address 
B city 
BH My Jobber is 
| 








Zone ____ State 
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| What's YOUR Answer? 

News reaching your desk twice a month is 100% more valuable than 
if it came only once a month. This is one reason why the American Lum- 
berman maintains a schedule of publishing two, and sometimes three, sep- 
arate issues each month. We strive to give you twice as much news twice 
as fast. 

With American Lumberman’s high-frequency schedule, you may read 
of important industry developments and trends in plenty of time to make 
your individual plans. Why not make sure all your co-workers remain 
“up-to-the-minute” by using this quiz as a sales training aid? 

1. Acme Steel Company features what product in a full-page 
advertisement? 


2. According to Art’s editorial, where can you get a list of 


nao 
a 


Spring Hinge Set 


The No. 1158 spring hinge set con- 
sists of one pair No. 158 full surface, 
loose pin, spring tension hinges, one 
4%” door pull, one 24%” hook and eye. 
Packaged one set in a box with screws. 
Hinge barrel which encloses durable 
tension spring is also part on one leaf 
for added strength. Stanley Works, 
Dept. AL, 111 Elm St., New Britain, 
Conn. 


For more data circle No. 19 on coupon, p. 64 
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Wall Plate Bridging 


Ceveland Wall Plate Bridging is 
made of 20 gauge galvanized steel, 
bent into angle shape, vertical leg 2%”, 
horizontal leg one inch. Length is 18”, 
which bridges the maximum open 
space between studs 16” on centers. 
Nail holes in the vertical leg are ar- 
ranged to engage both of the 2 x 4’s 
used in the standard wall plate. Cleve- 
land Steel Specialty Co., Dept. AL, 
Cleveland 5, Ohio. 


For more data circle No. 20 on coupon, p. 64 


Nylon Braided Cord 


New King Cotton 100% Nylon 
braided cord has been announced by 
John H. Graham & Co. Sizes 18 and 
21 on 100 foot spools, packaged in a 
colorful display box. Also available in 
250, 500 and 1000 foot spools. John H. 
Graham & Co., Inc., Dept. AL, 105 
Duane St., New York 8, N. Y. 


For more data circle No, 21 on coupon, p. 64 


Combination or Screen Doors 

The new Utopia combination or 
screen doors may be purchased com- 
pletely assembled (or KD) for fast 
over-the-counter sales. Utopia doors 
are primarily designed, says the man- 
ufacturer, for installation by the pur- 
chaser. Made of quality satin-finished 
extruded aluminum, Sales aids are 
available. Utopia Door Div., Storm 
Windows of Aluminum, Inc., Dept. AL, 
185 West Bowery St., Akron 8, Ohio. 


For more data cirele No, 22 on coupon, p. 64 
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management consultants? 


Donley Brothers Co.? 


Best Lumber and Fuel Co.? 





chases of power tools? 


house crowds. 





3. Who offers you the Modern Tube Color System for Paints? 


4. What word describes how the Wright-Bachman Lumber Co. 
sells Lu-Re-Co houses to contractors? 


5. What household product is featured in the full-page ad of the 
6. What is the hourly charge for labor in the fix-it shop of the 


7. What is the ARSCO “Bulldozer” paint roller used for? 


8 How does the sun help the Farmer’s Lumber & Supply Co., 
Phoenix, Ariz., sell aluminum roofing at the yard? 


9. Who offers you a free merchandising display rack with pur- 
10. List two methods the W. A. Grand Co. used to attract open 


Answers on page 59 


What's YOUR Score? 
9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 











Garden Tool 


Powered by any popular 4” electric 
drill, this garden tool digs furrows, 
works in peat moss, fertilizers and soil 
conditioners to any depth, breaking 
soil up with its six rotary tiller blades 
of durable spring steel. Safe and 
lightweight (less than six pounds), it 
takes the work out of gardening. 
Electro-Hoe. W. R. Brown Corp., Dept. 
AL, 2701 N. Normandy Ave., Chicago 
35, Til. 


For more data circle No. 23 on coupon, p. 64 


Snap-Off Paint Roller 


Featuring all-metal construction, 
the new Arsco Snap-Off paint roller 
facilitates removal or change of roll. 
ers. The roller is a complete unit, with 
double-thick core and permanently at- 
tached end caps. The roller covering 
is available in mohair, wool or dynel, 
permanently bonded to the roller-core. 
Each Arsco refill comes complete with 
end caps assembled, Arseo American, 
Inc., Dept. AL, 3308 Edson Ave., New 
York 69, N. Y. 


Fer more data circle No. 24 on coupon, p. 64 


Waretite Jalousie 


Weatherstripping for these jalousie 
windows is accomplished by floating 


stainless steel weather cushion at 
jambs. Koroseal at head and sill. Con- 
tinuous head and sill used in all multi- 
ple widths eliminates the use of mul- 
lions. Has sloping sill, Sure-Lock 
louver clip, heavy extruded frame 3%” 
depth, 4%” louvers and heavy duty 
premium operator. Ware Laboratories, 
Inc., Dept. AL, P.O. Box 37, Riverside 
Station, Miami, Fla. 
For more data circle No. 25 on coupon, p. 64 


Beveled Siding 

EverSide beveled siding is con- 
structed by bonding a weatherproof 
phenolic resin-impregnated fiber to ex- 
terior Douglas Fir plywood. A split- 
proof, extra wide exterior plywood for 
homes and commercial buildings, it 
covers large areas with widths of 12”, 
16”, 20” and 24”. Kochton Plywood and 
Veneer Co., Inc., Dept. AL, 509 W. 
Roosevelt Road, Chicago 7, IIl. 

For more data circle No. 26 on coupon, p. 64 


(continued on page 56) 
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\\ Customer Dragnet: ?} 
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SEE PAGE 3! 





AN 


...-THE NEW ONE-PIECE 
COUNTER TOP THAT MEETS THE 
NEEDS OF ALL YOUR CUSTOMERS 


Builders and Contractors like Unitop because 
its simple installation cuts costs, Top and back- 
splash are combined in one unbroken piece, 
requiring no joints or molding. All edges are 
accurately machined, And it comes in 3 stand- 
ee lengths, plus an interchangeable left and 
right-hand corner unit, to meet layout 


McCloud Lumber Co requirements of any kind. 
e 


Suantine @thes Homeowners like Unitop because it’s a practic al 

900 First National-Soo Line Building do-it-yourself’, counter-top package available 
MINNEAPOLIS 2, MINNESOTA with all necessary accessories, And factory join- 
Selling the Products of . ing of MICARTA® to plywood assures proper 


The McCloud River Lumber Co, alig . p a lasti 
euheam mont alignment... a permanent bond , . . a lastingly 





4 < carefree counter surface. 
\ ; . . ; 
= ) Ask your United States Plywood Corporation 


representative for details, or simply use the 
coupon below, J06se7 


Westinghouse 
@® micarta 


distributed by UNITED STATES PLYWOOD CORPORATION 
argest plywood organization in the world 


| and US ~MENGEL PLYWOODS - INC 


ed 


w 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


/ Please send full information on your MICARTA 
bi vd, Unitop plan, 
Guanly 

WESTERN Nome 
SOFTWOODS UNGEROSA PINE 





Addrews 


City 
AL-1-24-55 
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WEATHER- 
STRIP FOR 

WEATHERSTRIP TWIN-CUSHION FULL DOORS AND 
SETS FOR DOORS AND WINDOWS JAMB WEATHERSTRIP WINDOWS 





On-GARD _— 
Coil a gl 
Weatherstrip Na GARD 

AUTOMATIC DOOR BOTTOMS _Mametal 


DOOR BOTTOM STRIPS 





METAL 

CASEMENT Niametal MW ART 
WEATHERSTRIP DRIP THRESHOLDS 
BULK OR CAPS Alacrome 
PACKAGE SETS or Brass 














Jy9)) | CALKING and GLAZING 
/ ea 


CALKING HAND 
comes SQUEEZE 
KNIFE O TUBE 
GUN GRADE 


SPEED LOADS 
p| FOR CALKING 
GUNS 





Nu-Glaze 


GLAZING 
COMPOUND 






CG-3 STANDARD 
PROFESSIONAL 
CALKING GUN 


cG-4 
SPEED LOADER 
CALKING GUN 














Complete ‘Best Selli 
’ ellina Li 
BUILDING SPECIALTIES! 


MOULDING 
AND TRIM 


Nu ART 


METAL 
MOULDING 
AND TRIM 


Available in 
Alacrome 
Stainless Steel 
and Brass 
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OKLAHOM 
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Leaders in th ips 
°o 
e Building Specialty Field for pi 
eors! 








NEW PRODUCTS 


(begins on page 48) 





New Door Knocker 


A new forged brass knocker has just 
been added to their extensive line by 
the Baldwin Manufacturing Corp. The 
new knocker, in the popular Ranch 
style, is available in three variations. 
Baldwin’s catalog number 341 has a 
black, satin smooth base with a con- 
trasting bail in highly polished brass. 
Special gift boxes are available for all 
models and display boards are sup- 
plied. Immediate deliveries can be 
made, Baldwin Manufacturing Corp., 





Recommended Reading for Lumber Dealers 


SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


Every lumber dealer should read these case his 
tory articles on what other dealers are doing 
to solve thelr materials handling problems 
Here are ideas you can adopt in your yard 


today 50¢ 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is 





please send me 


if 


return mall 


WAME 
COMPANY 
ADDRESS 
CITY 








in the service of 


LUMBERMEN 
Lumbermens 4 4U1) > 


Operating in New York state as 
(American) Lumbermens Mutual Casualty Company of Illinois 
H. G. Kemper, president 


James $. Kemper, chairmen 
Chicago 40 

















ae AL, 1290 Central Ave., Hillside, 
N. J. 


For more data circle No. 27 on coupon, p. 64 


We 

Garden Hose Sprinklers 

New in plastic garden hose sprin- 
klers for 1955 will be the white line 
of Gering Products, available in their 
heavy duty garden hose, Twin Leg 
sprinkler and 3-Tube sprinkler. Ger- 
ing also was the first to introduce 
black as a color for plastic garden 
hose, claims the manufacturer. Ger- 
ing Products, Inc., Kenilworth, N. J. 


For more data circle No. 28 on coupon, p. 64 


Air-Cooled Unit 


A new self-contained, air-cooled unit 
will deliver 16,500 btu’s at ASRE con- 
ditions, and is able to operate effi- 
ciently at high outside ambient tem- 
peratures. The 1% ton air-cooled unit 
has a weathproof cabinet for outdoor 
installation and is a_ self-contained 


| unit. Shana Mfg. Co., Dept. AL, 188 


W. Randolph St., Chicago, Ill. 


For more data circle No. 29 on coupon, p. 64 





@ Specialists in protection for the 
lumber industry. 
@ professional safety engineers. 
@ more than 90 branch claim offices 
coast to coast and in Canada. 


vidends have been returned to policyholders since organization in 1912.) 


~ 


Air Conditioner 


A refrigerated automotive air con- 
ditioner passenger car unit bears the 
trade name Frigiking, while the adap- 
tion for trucks and truck-tractors is 
labeled Frigikab. Both Frigiking and 
Frigikab, with attractive under-dash 
housings that contain the evaporator, 
blower-fan, thermostat, and air-direc- 
tion louvers, automatically hold in-car 
or in-cab temperatures in the 70-de- 
gree comfort zone. Frigikar Corp., 
Dept. AL, 1602 Cochran, Dallas, Texas. 


For more data circle No. 30 on coupon, p. 64 


Wrought Iron Picnic Table 


The Earlline picnic table can be 
quickly disassembled making it simple 
and convenient to move about or store. 
Made from black steel %” x %” square 
the table is shipped with complete in- 
structions for assembly. A matching 
stool is available in two heights 17” 
and 27”. Earll Manufacturing Co., 
Dept. AL, 1209 S. Fourth St., Minne- 
apolis, Minn. 

For more data circle No. 31 on coupon, p. 64 


Jackson Products 


A new catalog, No. 44, by Jackson 
Manufacturing Co., is available. Illus- 
trated are the company’s complete line 
of wheelbarrows, garden carts, spread- 
er-carts, lawn rollers, concrete carts, 
mixing boxes, mortar pans, drag 
serapers and salamanders. Jackson 
Mfg. Co., Dept. AL, Harrisburg, 
Penna. 

For more data circle No. 32 on coupon, p. 64 

(continued on page 59) 
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(To obtain more data on advertised products see page 64) 


BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


WHITE PINE 


Also some Norway and Spruce 


AIR-SEASONED — 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 


(PINUS 
STROBUS) 


WATER-CURED 


Rough or Dressed 


— Member N.A.W.L. 
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SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


at TTL) 8 po 




















This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins: No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No, AL-15. 


STANDARD CONVEYOR CO. 
General Offices 
North St. Pavi, Minnesota 
Sales and Service in 
Principal Cities 








ne 


wiabpiibesiin 











Specify “Mt. Vernon” brand and be sure of satisfying your 
customers. Top quolity timber end careful kiln drying, manu- 
facturing end grading give you a No. | buy for beauty 
ond velve. 


ALSO 
Oak BAND SAWN HARDWOODS 


Latest equipment: dry kilas, planing mill end 
flooring plent 
Send Us Your inquiries 


MOBILE RIVER SAW MILL CO., 


Mt. Veraon, Alabama 


BuILpDING Propucts MERCHANDISER 





Beautiful, Naw 


exterior and interior 


ohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES 


gil 


are a big factor in the 
sale of nationally famous 


Place & Co. Homes! 


Mohawk Flush Doors are wsed ex- 
clusively in over 3,000 Place & Company 
Homes. It's no wonder! Hiawatha 
birch-trimmed exterior doors create 
attractive entrance-ways and add de- 
finite sales appeal to their homes, Like 
the Mohawk Exterior Lited Doors and 
Interior Flush Doors, they are manu- 
factured by the most modern methods 
and with the very finest materials. 
These factors, plus their warp-free 
cores and 3/16" matched exterior faces, 
make them today’s best buy. 


Watch your door complaints turn 
into compliments, Watch new profits 
come your way when you offer this 
superior line of top-quality, trouble- 
free doors. End your door problems 
now! Send coupon today! 


NEW HIAWATHA EXTERIOR DESIGNS 


™~ ; 
Send Coupon : Mohewk Flush Doors, inc. 
Today! —»> +; 3386 Hammond Avenve 


: Elkhart, indiene 


Mohawk rusn coors Setepnocett 
mMeror Voc aterion Voors, 
| LUS DOORS 0 Wi ate wy ‘Birch Trimmed Ex 


terior Doors 


——t-— 3386 Hammond Ave. : 





Elkhart, indians | 
zy . 


(To obtain more data on advertised products see page 64) 





How to get 


consumer 
business now 
and in 

the future 


To put your name first in the consumer’s 
mind, to stimulate him to action, or to explain 
the materials and services you have to offer, 
there’s no better sales tool than HOME Main- 
tenance & Improvement. 


If you want to reach the people who are go- 
ing to be your customers not only now, but in 
the months and years to come, use HOME. 
Over 1600 lumber dealers have found that 
sending this helpful magazine to their 400,000 
customers and prospects is a profitable promo- 
tion—because HOME makes it easier for the 
consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- 
tomer and prospect list—live names, not just 
occupants or boxholders. 





HOME LUMBER CO. 


%! BUILDING MATERIALS 



































There is timely, worthwhile information 
for the homeowner in HOME, It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from 
you. 


HOME Maintenance & Improvement will 
go a long way toward solving your local ad- 
vertising problem. It’s inexpensive — costs 
less per copy than to write and mail a personal 
letter. It saves selling time, and only you get 
the benefit and credit for its stimulating ideas. 


We want to give you full information and a 
complimentary copy of the magazine. Just 
mail us a request today. 


HOME 


Maintenance & Improvement 


Service Manager, Room 2000J, 189 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 
Another effective service yw for the retail lumber and building products dealer by 
American Lumberman and Building Products Merchandiser magazine. 
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NEW PRODUCTS 


(begins on page 48) 





Restyled Line 


Higher efficiency burners, new insu- 
lation and redesigned casings are the 
features of the new Majestic furnace 
line. An example of increased ratings 
is shown in Model D-22 and U-22, 
which now have a rated output of 16,. - 
000 btu’s compared to a 65,000 btu 
rating in previous years. Other units 
and new ratings in the Majestic line 
include models D-26 and U-26 (26- 
inches square), 100,000 btu and mod- 
els D-30 and U-30 (30-inches square), 
128,000 btu. Majestic Company, Inc., 
Dept. AL, Huntington, Ind. 


For more data circle No. 33 on coupon, p. 64 


Multiple-Vent Roof Fan 


This all-aluminum, weather-proof 
fan unit mounts on roof outside home 
and pulls from up to three interior 
grilles. Standard seven inch round 
ductwork is used. Only 7%” grille 


opening required in wall or ceiling. 
800 cfm capacity. Three-Speed opera- 
tion. Sealed motor and fan unit. Self- 
cleaning blades. Stewart Industries, 
Inc., Dept. AL, 318-X East St. Joseph 
st., Indianapolis 2, Ind. 

For more data circle Ne. 34 on coupon, p. 64 


— 
~~ 


Laminated Panels 


A new product has been designed for 
cabinet doors, either hinged or sliding 
and as counter top bases for plastic 
laminates. Panelply, a lamination of 
Predwood panels, comes in 4’ x 8’ 
lengths and in %” and %” thicknesses, 
Important characteristics are _ its 
screw-holding qualities, smooth sur- 
faces, rigidity, warp-resistance, and 
clean machining qualities. Masonite 
Corp., Dept. AL, Box 777, 222 W. 
Washington, Chicago 90, III. 


For more data circle No. 35 on coupon, p. 64 


SUILDING PropucTts MERCHANDISER 


"450" Series National Lockset 

Termed the Thrifty Four-Fifty by 
its manufacturer, the new 450 Series 
National Lockset is being introduced 
as a companion line to the 410 Series 
and 440 Series locksets. Series 450, like 
its companion lines, has Wrought 
Brass, Bronze or Aluminum trim. 
Mechanism is of selected cold rolled 
steel. No die cast parts are used. Each 
450 National Lockset is individually 
packaged, with screws, template and 
installation instructions. National Lock 
Co., Dept. AL, Rockford, III. 


For more data cirele No, 36 on coupen, p. 64 


Compo Prime Windows 


The Compo insul-glaze aluminum 
window is a complete self-contained 
unit, ready for installation. It needs 
no special framing, no on- -the-job glaz- 
ing and no painting. The Compo insul- 
glaze aluminum prime window serves 
as window wall or picture windows, 
double hung window and insulated 
light area. Compo Miracle Products 
Co., Dept. AL, 15221 W. 11 Mile Road, 
Oak Park, Mich. 


For more data circle No. 37 on coupon, p. 64 





What's YOUR Answer? 


Solution to 
questions on page 52 


1. Acme Steel strapping. The ad is 
on page 6. 


2. From the Association of Manage- 
ment Engineers, Inc. Art’s editorial 
on selecting management consultants 
is on page 16. 


3. Pittsburgh Plate Glass Co., Paint 
Division. The ad is on pages 14-15. 


4. Package. Full details on how this 
progressive dealer sold 72 Lu-Re-Co 
houses are in the story which starts 
on page 18. 


5. Incinerators. The Donley ad is on 
page 29. 


6. $5. Profitable facts on how to op- 
erate a fix-it service are in the article 
on page 21. 


7. Painting rough surfaces. The 
ARSCO American, Inc., advertisement 
is on page 51. 


8. The dealer displays aluminum and 
other roofing samples in the sun; cus- 
tomers are asked to touch the various 
samples to gauge comparitive coolness. 
The story on roofing sales is on 
page 24. 


9. Toolkraft Corp., in their ad on 
page 61. 


10. They displayed brand-new prod- 
ucts and put S a bargain lane. For 
tips on how to run an open house, see 
the article on page 34. 








Recommended Reading for Lumber Dealers: 


PRACTICAL 

NEW IDEAS 

IN 

BUILDING 

PRODUCTS 

MERCHAN- 

DISING 

Practical case-history examples of how several 
dozen Jumber dealers are successfully merchan 


dising 15 important building products. Over 
40 pages of ideas you can put to use to 


Recommended Reading for Lumber Dealers: 


THE 
FUTURE 
OF woOoD 
(Weyer- 
haeuser 
Timber 
Company 
Report) 


This far-reaching report on the future market 
and supply of lumber contains new information 
vital to plans of every lumber and building 
products dealer . 20¢ 


Recommended Reading for Lumber Dealers: 


PRICING 

| PRI tor PROWTT 
wanind 1) ste FOR 
PROFIT 
AND 
MAKING IT 
STICK 


surely ee temerewee 





How to sell lumber and building products 
profitably. How to calculate costs, make mark 
ups and set prices that insure an adequate 
profit. This is ART HOOD'S famous text on 
‘compensatory pricing’ 
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Display Stand 


Known as the Model W1-32, this dis- 
play can be assembled, says the manu- 
facturer, in two minutes without nuts, 
bolts, or screws. Has black oxidized 
wrought iron uprights. Shelves are 
%” plywood, with Plextone finish; 
graduated in size from 30” x 60” to 
22” x 60”, providing over 32 square 
feet of display surface. Stands 42” 
high. Great Lakes Store Fixture Co., 
Dept. AL, 2401 W. Ohio St., Chicago 
12, Tl. 


Vor more data circle No. 38 on coupon, p. 64 


Metal Display Stand 
The Metaloid Company now offers 
an all-metal floor display stand for its 


yl; 


2 
3 “NEW. 


Self-Propelled Trimmer 


This Homko self-propelled trimmer 
(XP-160) requires no pushing to op 
erate. The clutch is engaged or dis- 
engaged with finger-tip control. Fea- 
tures a light four-cycle Briggs & Strat- 
ton gas engine with a recoil starter; 
precision gear drive is completely en- 
closed. Western Tool and Stamping 
Co., Dept. AL, 2725 Second Ave., Des 
Moines, lowa. 

For more data cirele No. 42 on coupen, p. 64 


New 3'/2-4 Yard Mixer 


Jaeger’s new standard 3%-4 yard 
mixer is said to haul 3 to 3% yard 
legal payloads on single axle trucks; 
4 to 4% yard legal payloads on light- 
est tandem axle trucks. The manufac- 
turer announces it has a low operating 
cost resulting from new features and 
high strength construction. Jaeger 
distributors can give complete infor- 


60 


new steel faced Panel Bars. This dis- 
play shows a complete assortment of 
Panel Bars in colors with modern 
stucco texture design. The new Panel 
bars are design to answer the house- 
wife’s need for a popular priced wall 
storage unit. The Metaloid Co., Dept. 
AL, 8701 Union Ave., Cleveland 5, 
Ohio. 


For more data circle No. 39 on coupon, p. 64 


Garden Tool Assortment 


A complete line of ten light weight 
floral tools is being offered by Gardex 
in their Lady Gardex assortment. The 
assortment includes three each of light 
weight spades, shovels, rakes, cultiva- 
tors, hoes, grass whips and weeders 
for a total of 30 tools. The assortment 


includes the Gardex two-way displayer 


‘EQUIPMENT 


mation on this new model or write for 
specification TM35. Jaeger Machine 
Co., Dept. AL, 160 Dublin Ave., Co- 
lumbus 16, Ohio. 

Por more data circle No. 43 on coupon, p. 64 


New Riding Tractor 


A new riding tractor is being intro 
duced by the manufacturers of the 
Dandy Boy garden tractors. Called the 
new Midland Rider, it will be avail 
able in three and five hp models. 
Steering is handled by turning the 
rear wheels through a unique steering 
mechanism. The Midland Co., Dept. 
AL, South Milwaukee, Wis. 


For more data circle No. 44 on coupon, p. 64 


C-10 iron Horse Engine 

To power its 1955 line of Lawn-Boy 
Mowers, the RPM Manufacturing Co., 
has designed a new Iron Horse Engine 
which embodies many new features. 
The new two horsepower 2-cycle Iron 


January 


24, 


and a_pertable_ self-service rack 
holding upwards of 20 tools. Gardex, 
Ine., Dept. AL, Michigan City, Ind. 


For more data circle No. 40 on coupon, p. 64 


Bell-Arrow Attachments 


Reflector-Hardware Corp. is now 
making an arrow attachment designed 
to direct self-service customers to 
cash-and-wrap stations. Arrow is nine 
inches long with seven-inch stem 
which has simple clamp-and-screw fit- 
ting for convenient mounting to any 
cardholder 7” x 11” or longer. The 
manufacturer has also announced a 
bell attachment for cardholders. Re- 
seca nape Corp., Dept. AL, 
Western Ave. 22nd Place, Chicago 
8, Ill 


For more data circle No. 41 on coupon, p. 64 


Horse mounts sideways, so that piston 
travel is from side-to-side rather than 
front-to-back. It reaches its peak out- 
put at 4000 rpm. It is preset at the 
factory. RPM Manufacturing Co., 
Dept. AL, Lamar, Mo., Dept. 149. 


For more data circle No. 45 on coupon, p. 64 


New Rotary Tiller 


A new rotary tiller, called the 
Springtil, will offer a choice of tilling 
widths, made possible by an expand- 
able tiller shaft. The Springtil will 
also be able to power several easily 
connected attachments including an 
edging tool, a furrowing tool and a 
lawn aerator. Total weight will be 
113 pounds. Quick Manufacturing Co., 
Dept. AL, Springfield, Ohio. 


For more data circle No. 46 on coupon, p. 64 
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gor REAL PROFITS in '55! 


Toolkraft’s outstanding 








with these 5 fastest moving 
Parradames POWER TOOLS 


Will give you your share of 


THE “DO-IT-YOURSELF” MARKET 


IN ADDITION TO THIS 
FREE DISPLAY 
TOOLKRAFT HAS ALSO 
PREPARED THESE 
FREE DEALER SALES HELPS: 

@ 44-Page POWER TOOL 
HANDBOOK — With YOUR 
own imprint 


@ 3 different sizes of 
2-color WINDOW STREAMERS 


@ NEWSPAPER MATS 


@ SELF-SELLING TAGS for 
each tool 


ALL BACKED BY 
NATIONAL CONSUMER ADVERTISING 





Fill ovt and mail this Coupon... TODAY 
START MAKING REAL PROFITS with 


Plarra-dlames 


Quality Power Tools 


CORPORATION 


SPRINGFIELD 


MASSACHUSETTS 


WITH A PROFIT OF *15.83 


averaged on every tool sold! 


HERE’S THE DEAL... 


8” Tilting Arbor Saw $54.50 
12” Drill Press 56.50 
9¥2"" Band Saw 54.50 
15” Jig Saw 33.95 
Belt-Disc Sander 64.50 


Free Merchandising $263.95 

Display Valued at . . . .20.00 
YOU RECEIVE A TOTAL VALUE $283.95 
YOUR COST IS ONLY 184.77 
YOU MAKE A PROFIT OF $ 79.18 


AND the attractive merchandising display 1S YOURS 
FREE!! it will keep on selling DARRA-JAMES Power 
Tools to make still more profits. 


COMPLETE YOUR POWER TOOL DEPT. WITH 
THIS FREE PROFIT-MAKING DEAL AND 
DARRA-JAMES QUALITY POWER TOOLS! 


TOOLKRAFT CORPORATION 
7500 Plainfield Street, Springfield, Mass. 


() Send us the complete Merchandising Plan and 
Display, together with the 5 Power Tools. 


[] Send us all Promotional Dealer Helps FREE. 


Our jobber is ee Sr P — 


Name 


City cl eats deal 
Lanse ee eee eee 


(To obtain more data on advertised products see page 64) 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





Rates. 


HELP WANTED 


SITUATIONS WANTED 





8 gh ae Man between 30 and 45 
— "tablished retail lumber 
c 
c 

promotional experience necessary. Write 
fully Box Z-42, American Lumberman, Inc. 
Sa with Its. Opportunity 
for right man to buy into company. 








1 Time —20¢ per word for inserti 
ne, aa. 


3 Times — lSe per word for each consecutive 
insertion. Minimum charge of 75¢ 





WANTED: Experienced ~ eK old estab- 
lished, retail lumber yard in Western Penn- 
sylvania. Good salary and bonus based on 
profits. Prefer man between 35 and 40. Refer- 
ence required. Address Box 2-52, American 
Lumberman, Inc. 





for classified section must be | 

lisher's olfice 14 da ece date of i. 
ph De | in IT, 6 

Ne cuts or special borders 


Replies forwarded without additional charg 
Count five words to a line and when lens ovo 





them to: 
AN LUMBERMAN, fs 


ten St., Chicago 2, 


HELP WANTED 








Bales Manager needed pected fee retail lumber and 
builders ove which has this year 
celebrated Ay cpecryeee and is moving 
inte a new modern yi 44 — on 
super highway in Central will 
bea for family man between 25 
end | years of age. Must have experience in 
retail lumber - It you are interested, 
write us and give your qualifications. 


MT. PLEASANT LUMBER COMPANY 
MT. PLEASANT, MICHIGAN 


Estimator wae =, ; read blue Prints, also 
i-man io objection + in 
health. Southern Mic in. Address Box 51, 











HELP WANTED — MALE 


MANAGER — RETAIL LUMBER YARD 
Here is the opporunity to live in South Florida 
and manage a retail lumber yard. This posi- 
tion offers the security of year around em- 
ae aga with a company offers a real 

ture. If you are between 27 and 35 years 
of age, experienced in retail lumber and build- 
ing supplies, with a minimum of two years as 
~ oy of a retail yard, ——- ae in com- 
P| te detail as to your persona tuation, past 
and ve  enapen. Address Box 


2-59, Ameri ty 











LUMBERMAN 


Sanages in Central Iowa City of 25.000. 
ant must have record as a business 
er. Write Box A-29. American Lumber- 

man, Inc. 





MILLWORK 
ESTIMATOR AND SALESMAN 


Capable of taking off special millwork items 
from architects’ plans and specifications. 
Must be thoroughly familiar with Cost Book 
“A” and Standard Sash & Door Lists. Give 

plete inf ti regarding experience, 
ope. availability ond salary expected when 
replying. P. ition for ble man. 











foreman ~~ For lumbe: d ys 
in, Grading Nevihers Hardwoods 

it 
manufacturer o ~ cbliahed * 


yivania. 
right man, Write Box 238 
man, Inc. 


Recmten Maryland retail nies and build. 
Young. of anny, Stoonptes in 
or middle 
a3 man for order desk an: 


rican Lumber- 





WANTED: X salen minded. experienced = 
reste selling a complet 
Residential building service my cused 
trade. my man who can 
produce and has enough back- 
to work inte. Sales Manager position. 
~~ A phe a — "anaes details and 
s 
— ye = ~ one in first letter. 
LESTER'S INC. 
Lester Prairie, Minn 


MILLWORK DETAILER AND BILLER 
Flerida Millwork haem we wants to nthe 


a high ‘type man neod 








Excellent opportunity "with a well established 
(since 1907) and fast growing concern. 


KAAZ WOODWORK CO., INC. 
Leavenworth, Kansas 





SITUATIONS WANTED 





ATTENTION: WHOLESALE LUMBERMEN 
Successful commission lumber buyer of West 
Coast woods, will buy for alert wholesaler in 
Midwest or East, who needs cuupotiiiee price 
situation to build volume in boom years of 
1955 = Address Box 2-43, American Lumber. 
man, Inc. 





EXECUTIVE — — BUILDING FIELD 


Protestant « — Business Administration and 
a — Proven: 2 years | line 
constr 


Manager selling interest in yard. will consider 
retail or wholesale Fe aa ag Address Box 
nc 








ee Lumber Inspector 


Experie Will relocat Ad- 
dress 788° en ng Muskegon, Michigan. 
Phone 283446. 








wanted. Man of 32 desires 
with progressive concern 

where more than average talents and efforts 

are soquped. Excellent background in all 
hases retail lumber business. Address 
x 25 American Lumberman, Inc. 


M 
hall 





ger's p 








Executive, 32, seeks c 
sible gerial iti 
“i " _ 1 


P all p 
Reply Box A-23, Ameri 


@ to more respon- 

@ years intensive 
and millwork. 
b Inc. 














SALES REPRESENTATIVES 
WANTED 








R tatives—are you look- 
compotiive merchandise to 
e have lawn rollers. 

. seeders, mortar 


grills. wheelbarrows 
a and many more. 
ough yy 2 Lumberman, Inc. 
Aluminum Windows. Awning and horizontal 
glide types for new buildings. Reply to: Di- 
rector of Sales, P. O. Box 1072, Youngstown, 
Ohio. 








Sell X-HALER Moisture Vent Tube (a wall 
breather to stop paint peeling) to all types of 
accounts han t. Protected territory. 
ae Mig. Co., 1 Euclid Ave., Cleveland 
¥ o. 


Manufacturer's agent or representative. Lead- 

ing manufacturer desires representation for 

exclusive fr territory _ to -_ spring 
balance =e weath 

yards, window j roonne A Easy 

2 ) paren Ly "Box No. Z-61 pe et 











Salesman Lar age ou are calling on retail 
lumber dealers tral Indiana and/or 
Western Ohio, ket Me od Illinois, and would 
like to have a broad line of highest grade 
pine, birch, oak and mahogany joors to sell 
at liberal ———, write to Box A-28, 
nc. 








MANUFACTURERS’ REPRESENTATIVES 
Fy have called on, o—~ and are — 


cially those who do vomedeling a Hy “his 
may be your golden opportunity. 


There are over fifty million buildings and 
homes that are weatherbeaten and cracked 
and our product is the revolutionary asbestos 
gee. - ty er pret that “~~ ¥ 

e 
eer 1 aw P ot e facing zs einlaates 

















yard an 
a3. M.E." belay at with commercial buildin: 
and fixtures. » Epvorionsed in all costs. Desires 
connection oe vase ciated with 
general al contacting. hrm and future partner- 
ship esently construction man- 
ager pm store operation. Negotiations confi- 
dential. Address Box Z-44, Knsioen Lumber- 








Manager of a line yard desir 

close te Lee Angeles. Calliomin, Toa none 
experience. , Have an quutapeieg record as « 
furnished. Could move 
in 30 days. Address Box A-22, American Lum- 
berman, Inc. 











(bes or Manufacturer's Representative. 
» lumber and 


gor let, 
ruary Is 
man, Inc. 


January 2 


maintenance costs and is guaranteed for ten 
years against peeling, crac and chipping. 


ame & state full particulars r ur 

wil be jolaing ee as —s as those qualify: 

whose 

} save ro ee completed 

over 100.000 commercial, Government and resi. 
dential installations. 


Send to: 8. on foot to Vice President, 
Hs tg Corporation West 42nd Street, 
New York 36 








SALES REPRESENTATION 
AVAILABLE 





MANUFACTURER'S REPSESENTATIVED CALL- 
ING os LUMBER JOBBERS in 

desire lines for resale 

Ficace welte efo P. ©. Box 43, Wilmette, Ill. 


, 1955, AMERICAN LUMBERMAN & 








WANTED — RAILS 


BUSINESS OPPORTUNITIES 





STEEL RAILS 
164, 20#, 25H, WH, ISH, 404 and Heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





RAILS, New and Relaying 
Bought and Sold 


M. K. FRANK 
480 Lexington Ave., New York 17. N. Y. 





BUSINESSES FOR SALE 





FOR SALE: Sawmill, Colorado, Price: $28,500. 
Perpetual cutting timber available. Write: Bob 
Bader. 142 Broadway. Denver 3, Colorado 





FOR SALE 
Lumber Yard in North Eastern Pennsylvania. 
Located in county seat town and good farming 
community. Doing a ees business. Address 
Box 42, Tunkhannock, 


LUMBER YARD 
For Sale or Lease. Buildings on land leased 
from and owned by Kansas City Southern RR. 
Approved for Field Warehousing. Vacant. Lo- 
cated Joplin. Mo. Atlas Finance, Apt. 
4605 Lindell Bivd., St. Louis 8, Missouri 





For Sale 

Lumber and y. Call Materials Yard. Located 
Modoc County, Cal ie. Ranching, Lumber 
and Tourist C ting and 
fishing. Good storage ne warehouses, R. R. 
Siding, 2 Trucks, Yard and Shop Equipment. 
Expansion would net 
Ready-Mix Plant if desired. Same location 26 
ears. 3500 Population. Trade area of 7500. 
f interested write: 

Superior Lumber Company 

P. O. Box M., Alturas, Calif. 








Planing Mill, old established in town of 20,000 
in heart of rich San Joaquin Valley, California. 
Excellent opportunity. Guene wishes to retire 
due to ill health. Address Box A-27, American 
Lumberman, Inc. 


FOR SALE: Lumber and Building Supply in 


Pueblo, Colorado. Best location in Pueblo. 
Will lease real estate, etc. Sales volume extra 
good. Reason for selling .nearly sixty years in 
lumber business. Address W. G. Brown, Lamar, 
Colorado, Owner. 


Retail Lumber and Coal business in smal! 
Northern Indiana town three miles from new 
toll road interchange. Good buildings and 
equipment. Gross over $100,000 annually. 
Howe Lumber & Coal Co., Howe, Indiana. 


—! 


Wholesale Di Yard in North 





LUMBER & DIMENSION 
FOR SALE 








Ohio. Needs wesnng, capital and aren on 
partnership basis e will furnish buildings. 
customers, siding and “Know-How.”’ Excellent 

tential. Approximately $50,000.00 to $100.- 
500.00 investment required. An excellent op- 
portunity on a secured basis for active Whole- 
saler. Address Box A-26, American Lumberman. 
Inc. 





Want a Hardware Dept.? 
We will sell our inventory at market and 
buyer can have more than $1500.00 worth of 
equipment including Heller cabinets at no 


t 
aes Joseph Binford & Son 
Crawiordsville, Ind. 


BUILDERS — LUMBER SUPPLIES 
Good sales volume, equipped _for millwork: 
handles hardware, paints 
home furnishings, etc., new home behding 
area, Ohio city, priced low. 
APPLE CO. BROKERS CLEVELAND, OHIO 








USED MACHINERY FOR SALE 





For Sale — 1 used #80 Bell Multiple Head 
Mortiser with 3 mortise chain heads, 4 hollow 
chisel heads, 6 bases for the above heads with 
motors direct connected. 6'4°° from center to 
center of mortise heads when extended full 
length. 101/," from center to center of mortise 
heads when closed. Machine can be seen in 
ration. For further information write or 
phone: 
GRAND RAPIDS SASH & DOOR CO. 
1453 Buchanan Ave., 5.W. 
Grand Rapids 2, Michigan 
Ph: CHerry 3-3605 


We are changing to a 72°’ carrier and lift 
truck package and offer for sale 3 one year 
old Ross pues. carriers Series 70 model 
6663 — 60° capacity. Prices quoted upon re- 
a. machines are like new and we also 
have plenty of 4x4"'x60" bolsters with, ‘belted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, 


Now dismantling Sawmill, Planing Mill and 
Power House formerly owner by Ford Motor 
Company. L’Anse, chigan. Entire inventory 
for sale at bargain prices. 
DULUTH IRON & METAL CO., 
RA 2-7703 


Duluth, Minn. 





RETAIL LUMBER YARD 
For lease—long est Michigan 
industrial city. Excell and loca- 
tion. Exceptional profit record. Address Box 
A-30, American Lumberman, Inc. 





* hullai 








MISCELLANEOUS FOR SALE 





ADVERTISING YARDSTICKS 
Basswood, 2-coler. Same prices as 1-color. 
Also Paint sary Immediate shipment. 


R. J. DUMONT Co. 
156 So. Melrose Ave., Elgin, Ml. 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis. Minn. 


EVERGREENS SEEDLINGS TRANSPLANTS 


For growing Christmas trees. Ornamental 

tendesepe Ealag-out, Guat, pe direct trom 

growers prices. it 

oe ~ I. @ for price list 
SUNCREST EVERG! 


Box 305, Homer City, Pa. 


BUILDING PropucTs MERCHANDISER 


One ROSS Straddle Carrier. Mod. 90, 15 ton 
A. Henault, 25167 Grand River, 
Detroit ‘9. Michigan. 


For Sale: One 42° band rip saw carrying a 
four inch band saw: belt drive—babbit beer- 
ings—chain feed—3 saws included—as taken 
out of service $200 FOB Howell, Michigan. 
Thureson Lumber Company. Howell, Michigan. 





PROMPT SHIPMENT 





R-V-LITE (Plastic Window Materials) 
NICHOLS NEVER-STAIN ALUMINUM NAILS 
(tear string opener) 


Nichols Aluminum Straightline 
bevel siding 


Nichols Siundaun Roll Valley 
U.S. G. Louvers & Vents 
Dura-Flex Thresholds, Safe Hardware, 
Belson Legs (Wrought Iron) 
Miracle Anchor Nails 
Sliding Door and Pocket Door Hardware. 
$75.00 Orders Freight Prepaid 
(Selling Only to Dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 


Corners for 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EGOS 





DOUGLAS FIR INDUSTRIAL CLEARS 
Kiln Dried 4/4 through 16/4 
NORTH AMERICAN LUMBER CO., 
1801 Willamette St., Eugene, Oregon 





BOOKS FOR SALE 





pee « by gg AND LOG BOOK. In. 

lumber lene sawmill 

pocke pages. 

and plank measures, 

timber reduced to inch measure by 

Doyle's Rule, log tally calculations, and other 
valuable information. Price $1.00. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





information Offered 
in Advertisements 


formation coe specific 
predest or service? this easy-to- 


Chest 

index of 1 Weratere ond date etfered la this 

issue's he adastuemame 

ADVERTISING 
information; 
adv't p. 33. 

CONVEYORS 
Standard Conveyor Co 

DOORS, flush: 
Flush Doors, Inc, 

FURNITURE, redwood: Catalogs; Van- 
dy-Craft. See adv't p. 50. 

GLASS, window: Sales aids; Pittsburgh 
Plate Glass Co, See adv’t p. 43 

GLASS SUBSTITUTES: Sales aida, din- 
play units; Warp Brothers. See adv't 
p 

INCINERATORS: Booklet; 
Brothers Co, See adv't p. 29. 

PAINT: 
orizer Associates 

PAINT: Color system 
Pitteabureh Plate Glase Co. 
pre. 14-15 

PAINT BRUSHES: Display racks, book- 
lets: Wooster Bru Co. See adv't 
pps. 22-23 

PLASTIC LAMINATE: 
Westinghouse Micarta 
53 


CARTOONS: Samples, 
Lil-Ad Features, See 


Descriptive § literature; 
See adv't p. 57 
Literature; Mohawk 
See advy't p. 567 


Donley 


Color system information; Col- 
See adv't p. 31. 


information; 
See adv't 


Information; 
See adv't p 


SCREEN KITS: Sales aids; American 
Screen Products Co, See adv't p. 49 


SCREENING, aluminum: Mobile disa- 
play, sales kit; Aluminum Co. of 
America. See adv't pps. 38-39 


TAPE RULES: Dieplay unit, informa- 
tion: Master Rule Mfg. Co,, Inc. See 
adv't p. 61 

TILE, floor Dieplay - 
Congoleum-Nairn, Ine 


TOOLS, Power: Display unit, sales aids; 
Toolkraft Corp. Bee adv't p. 6 


TRUCKS, hand: LUsterature; 
Truck Co. See adv't p. 50 


merchandiser; 
See adv't p. 11 


Anthony 


63 








Answers to Tax Quiz 
(Questions appear on p. 33) 





NOTE: The new tax provisions are 
explained here aa they apply to taz- 
payers reporting for the calendar 
year on a cash basis. Those using a 
different fiscal year, or reporting on 
the accrual basia, should check the 
official inatructions to see how they are 
affected. 

In all these anawers it is assumed 
that transactions are made in good 
faith and no special circumstances ex- 
iat which would alter the effect. 


1. False. The revised faster 
rates for depreciation apply only 
to new, not used, equipment. 


2. False. A child under 19 may 
be claimed as a dependent, regard- 
less of his earnings, if you furnish 
more than half of his support. 
Your son too must file a return 
and may claim $600 exemption 
when he does so. 


3. True. The new law allows a 
corporation to accumulate up to 
$60,000 of earnings (total for all 
years) without being exposed to 
the penalty. Then, if there is an 
unreasonable accumulation, the 
penalty will apply only to that 
part which is excessive. 

4. False. The new tax law now 
ailows such organizational ex 
penses to be amortized over a 


period of not less than 60 months, 
beginning with the month in 
which the corporation is first ac- 
tive in business. 


5. True. If you reported as a 
corporation, as is now permitted, 
and drew a salary of $15,000 for 
which you filed a joint return with 
three exemptions and the standard 
deduction, your individual tax 
would be $2,780, leaving you the 
same amount for living expenses, 
i.e., $12,200. Your profit of $40,- 
000 less your salary of $15,000 
leaves $25,000 on which the cor- 
poration tax would be only 30%, 
or $7,500. Thus, by reporting as a 
corporation, you would have $17,- 
500, or $3,000 more than if you 
reported as an individual. But if 
you elect to report as a corpora- 
tion you must do so every year 
from now on unless there is a 20% 
change in ownership of the busi- 
ness. 


6. False. The revised law allows 
you to carry your loss back two 
years instead of one, and you can 
claim a cash refund of taxes you 
paid two years ago. 


7. False. The new law permits 
the immediate write-off of re 
search costs whether or not a pat 
ent is secured. 


8. False. The law has been lib- 
eralized and as long as you provide 


more than half your mother’s 
support and more than half the 
cost of maintaining her household, 
you can claim status as head of 
household even though she does 
not live under your roof. 


9. True. The maximum medical 
and dental deduction has been 
raised to $2,500 per exemption, up 
to a total of $10,000 for a head of 
household or on a joint return. 
But you can include your outlay 
for drugs and medicines only to 
the extent that it exceeds 1% of 
your adjusted gross income, and 
you must subtract 3%. So the 
$300 of your bill for drugs and 
medicines can be counted, making 
$10,300 of medical expenses, of 
which $600 (3% of $20,000) is not 
deductible and $9,700 is deducti- 
ble. 


10. False. A taxpayer left with 
a dependent child after death of 
husband or wife is considered 
married for the entire year of the 
death and may file a joint return 
for the year of the death. Further- 
more, the survivor, if she remains 
unmarried and supports her chil- 
dren in her home, may continue 
the privilege of income splitting 
for two years after the year of the 
death. This means she will be 
taxed at the rate which applies to 
half the sum of her total income, 
the same as on a joint return for 
husband and wife. 


“WHAT'S NEW!” 


“What's New” Items 


AH Al AN AO 

. BH BL BN 80 
Advertised Products cH cl eM CO 
OH DL ON DO 

tH El EN EO 

FH FL FN FO 

GH Gt GN GO 

HH HL HN HO 

wm 4HsOUMK OR CUIN CUI 
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(Please Print) 
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lone Stote 
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ADVERTISERS’ INDEX 


(AA) Acme Steel Co 5 

(A8) Ahonen Lbr. Co 5 AMERICAN yy D \i ‘ \ 
(AC) Aluminum Co. of America 38-35 LUMBERMAN 4 I x 
(AD) American Lumberman 6, 59, 65 

(AE) American Screen Products Co 


(AF) Anthony Truck C 
(AG) Arsco American, I) 


(AH) Boehm-Madisen Lbr. Co A Here is a list of American Lumberman editorial reprints available at 
AJ) Bunyan Lbr. Co., Paul : : 

_ cece a apiece 7 10¢ each. Please order by number—using the convenient coupon below. 
(AK) Cadillac-Soo Lbr. ‘ 5 Inasmuch as no reprints are sent C.O.D., please enclose the exact 


AL) Ch let Di of Genera | s H 
— ea , | amount in coin or check. 


(AO) Christiansen Co., C. M 
(AP) Clark Equipment Co 
(AR) Colorizer Associates 
(8A) Congoleum-Nairn, Ir 
(88) Conifer Lbr. Sales 3% Twenty-six Ways to Build Morale and Teamwork——-by Art Hood 

(8C) Copeland Lbr. Co How to get people to do what you want them to September 22, 1951 


(80) Dexter Lock Co., Sub. of The ABC’s of Personal Progress——by Art Hood 


National Brass Co : A time-tested prescription for getting ahead.... ..» «February 11, 1952 
(8E) Dodge Div. of Chrysler C 


(8F) Donley Brothers Co., The 9° “Sittin’ Pretty!’’—-by Art Hood 
(8G) Dor-Set Corp., The a° The operating ratios of sound, conservative dealers......August 25, 1952 


(8H) Fordyce Lbr. C The Mathematics of Pricing—-by Art Hood 


(83) Fox Lbr. Co.. Abbott A practical formula for profitable retail pricing.........Pebruary 9, 1953 


(8K) Gillies Bros. & Co., Lt @ Makine Merchandising Partners—-by Art Hood 
(8L) Goldblatt Tool Co o How wholesalers and dealers can work together for 
(8N) Goodman Lbr. Co . more sales... rrr ; ee Tee ee ; December 14, 1953 


. ['wenty Things to Do Before Cutting a Price—-by Art Hood 
(8O) Hines Lbr. Co P 5 Manace } f : } »5 1954 
(8?) Hoenig Ply woe aaa a d gement techniques for competitive price contro .January 25 ) 
(89) Holt Hardwood 
(8R) Home Maintenance & 


Improvement magazine 


Twenty Ways to Go Broke and Fast!——-by Art Hood 
A check-list on the major causes of business failures February 8, 1954 


(CA) 1 beri : A Creative Salesman’s Pledge—-by Art Hood 
ie verly-Clark of Michigan “ The principles of creative selling February 22, 1954 


(C8) Kimble Glass Co., Div: « Why I Lost That Sale—by Art Hood 


A check-list of the reasons behind lost sales se ’ May 8, 1954 

(CC) Lil-Ad Features , ' 

(CO) Lumbern a Mutuel C loo Many Retailers—Not Enough Consumer Salesmen!—-by Art Hood 
Co * aoualty nn Why you should have additional consumer salesmen... .March 22, 1954 


CD. Dieieneniiiiiiecias ee Competition Is More Than Skin Deep!—by Art Hood 

(CH) Master Rule Mfg. Co.. Inc vp Why and how competitors capture business from your area. . August 9, 1954 
(CF) Mauk Lumber Co., The C. A 
(CF) Mauk Seattle Lbr. ¢ 
(CJ) McCloud Lbr. Co... 
(CK) Michigan Pole & Tie Co 

(CL) Mobile River Saw Mill Co.. Inc 
(CN) Mohawk Flush Doors. In« 57 Banish Red Ink This Winter-—by Art Hood 

(CP) Moultile, In How to increase your cold weather sales... September 6, 1954 


Compare Your Operating Statement-—by Ira S. Fields, Fields 

and Fields, Certified Public Accountants, Chicago 

A set of favorable industry averages with which you can 

compare your operation ‘ ; : August 24, 1954 


(8D) National Brass Co Never Underestimate the Power of the Women—-by Art Hood 
(Dexter Lock Co 


(CO) National Mfg. Co 5. How to attract and serve women customers... ‘ ; October 18, 1954 


(CR) Pittsburgh Plate Glass Co 
(glase div.) 9 (Use thi coupon to end your order) 

(DA) Pittsburgh Plate Glass Co 
(paint div.) . 








(0B) toddis Plywood ¢ orp 


(C) R.0.W. Sales Co j AMERICAN LUMBERMAN 
waicy 7 ‘ ROOM 2000, REPRINTS 
aah. Metthiee oe eek eons 3 139 NORTH CLARK STREET 


(OF) Southwest Lumber Mills : CHICAGO 2, ILLINOIS 
(DG) Standard ‘onvey« ) 
(OH) Super she hea aad en - : Please send me reprints: (please circle) 


on tnbbie : 101 102 103 104 105 106 
108 = 109i 11200193 


(OK) Vandy-Craft 
shat? ad iadiais Enclosed is 
(ON) Webster Lbr. Go 
(00) Wells Lbr. Co , 

(OP) Wells Lbr. Co... ‘6 COMPANY 
(090) Westinghouse Micarta 


(OR) Winter Seal Corp re ADDRESS 


(8) Wisconsin Michigan Page 15 cITY 
(EC) Wooster Brush Co The 22-23 


NAME 














SUILDING Propt CTS Mere HANDISER 





ome 
Po. 


a ie 


Maybe the gal who wears the plunging neckline only does it 
to show us her heart’s in the right place 
” a a 
1 Las Vegas specialist died and at his funeral were many of 
his playmates—dice, poker, stud and pinochle friends. During 
the eulogy the speaker intoned, “Spike Morrison is not dead. He 
only sleeps.” 
From the back of the room came the voice of one of Spike's 
friends, “I got a hundred dollars that says he’s dead!” 
** * 
Who cares how empty her head is, as long as her sweater fits. 
*“* * 
Old adage discounted: A penny saved is a penny earned and a 
dollar in the bank is worth fifty of them, 
ae 6 
Nothing helps a girl’s popularity like being easy on the aye 
e 6 2 


Uy girl wants candlelight and win 
flashlight 


she gets beer and a 


*“* * 

A house wrapped up in Homestead Brand Shingles makes a 
mighty fancy package but with Homestead Brand there’s even 
more than meets the eye. 

There’s top quality resistance to the elements. There’s the 
positive certainty of Certigrade standard. There’s the satisfaction 
of working with tested, measured merchandise. And, do you know 
what? Every single shingle comes from the MAUK Lumber Co. 
Just phone and say, “Homestead Brand shingles.” From there on 
you're in, 

. ee 

Simple Celia thought a royal flush referred to the Queen's 

plumbing 
* * om 

He: “Some park 4 

She: “Some park.” 

He: “Some night!" 

She: “Some night ~ 

He: “Some moon !" 

She: “Some moon.” 

He: “Some dew ! 

She: “I don’t!” 

7 . > 

If you can keep your head when all about you are losing 

theirs—perhaps you just don’t understand the situation. 
i 

Do You Know What Dep't. 

Do you know what's the best way to open a conversation? With 
a corkscrew. 

Do you know what's the best way to tell a woman’s age? In a 
whisper 

Do you know what's the best way to fascinate customers? 


Feature MAUK items 


MAUK Seattle haber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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THE MERCHANDISING 


TIP SHEET fy Sam Werke 


WHAT'S THE OUT- 
LOOK FOR '55? Well, 
without trying to pass 
ourselves off as a home- 
grown economic prog- 
nosticator, we'd say the 
outlook was pretty 
good. Business may not 
break all the records it 
set the past few years, 
but it ought to stay 
pretty well up there. 


Of course, it’s going to be a little tougher. Com- 
petition is going to be rougher. We're going to 
have to sell harder. And that brings us to what 
we think is a very pertinent question. Where are 
we going to put that extra effort? Behind the 
products that meet the least sales resistance, be- 
cause they are lowest in price (and therefore 
deliver the least profit) ? Or behind the products 
that give the most profit? 


* 


For our money, we say sell the products that give you 
the greatest profit. Sure people may say “That's a 
lot of money.” But when you point out what that 
money buys... well, that’s another question. Because 
today’s consumer still puts VALUE ahead of PRICE. 
Sure you'll want to sell Moultile Asphalt Tile, it's 
a fine staple product. Just what a lot of people need. 
But you'll also want to push Moulflex, vinyl-plastic 
tile flooring. And you'll be surprised how many 
asphalt tile prospects you can trade up to Moulflex 
and make yourself more profits. 

















Another direction in which to put forth extra 
effort, is selling Moultile for every room in the 
house. Jubilee, in exciting dots of color styling 
and Moultile Parquetry will both add beauty to 
any room. And many people still don’t realize 
how many striking color combinations are avail- 
able in Moultile Asphalt Tile and Moulflex. 


* 


Yes, there are plenty of ways to increase profits with 
the Moultile line of fine products. It may take more 
work on the part of yourself and your sales people, 
but the results will be more money for them and 
for you 


MOULTILE, INC. 


Dept. 3-1 


Joliet, Ill, + Long Beach, Calif. + Newburgh, N.Y. 





BUILDERS’ HARDWARE 


for Permanence 


The charm and comfort of a home is 
largely governed by what we put into 
it. From the architect's drafting board 
to the final installation of the hard- 
ware, quality and skilled workman- 


ship are of utmost importance. 


Over 50 years of manufacturing ex- 
perience in this specialized field has 
established a buying preference for 
National of Sterling, Illinois, wherever 
hardware is sold. 


The complete National line embraces 
practically every hardware require- 
ment for the modern home of today. 
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MAKES LOW-COST PROTECTS WALLS FOR CHAIR COVERS, 


FOR STORM DOORS & 
STORM WINDOWS BEHIND STOVES, SINKS GARMENT BAGS, ETC 


PORCH ENCLOSURES 























Warp Bros. have the finest facilities for making their own plastics. They do their own 
weaving and complete processing too . . . in their own modern plants. “Warp’s”’ stands 
for the BEST in Window Materials . .. they're made to 


DEALER TIE-INS last, not just to sell 


Window Posters, Ad ’ r » » g ‘ g 

pg Mg panes Don't be fooled by inferior window materials that 
Cards are available 3 “look the same.’’ Only the Genuine has the name 
Free to help tie you in “ow ror? z a > , 

with Werp's Netienel Warp’s Branded along the Edge. It’s there for your 
Ads. Write W arp Bros ; protection—“IF IT S WARP’SITT SGOT TO BEGOOD! 

Chicago, 5! 4 : 


ruse WINDOW 
WARP’'S FLOOR 


DISPENSER 
— PAATERIALS 
. 
For dealers 
who prefer a 
countertype, 


Fein toe el Carried by Reliable Jobbers Everywhere 


No. M-400 

















("WORLD'S LARGEST PRODUCERS OF TOP QUALITY / 
WARP BROS. ) PLASTIC WINDOW MATERIALS—ESTABLISHED 1924” ; CHICAGO 51, HLL. 








